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pans On Mutual Funds Mass. Assn. Urges 
lay Insurance Premiums 


fy ROBERT B. MITCHELL 


YORK—A system of inte- 

rated selling of mutual fund shares 
' life insurance, with the shares be- 
ng used as security for loans with 
hich to buy the insurance, is rolling 
, an impressive sales volume and 
thering a vast amount of conversa- 
ion in the life insurance business 
.? leading merchandiser of the 
sian, who first brought it out in Cal- 
ifornia, says it is selling a million dol- 
lars a week of ordinary insurance, 
plus a large volume of mutual fund 
. The firm is not yet ready to 
make an official announcement but it 
is understood from other sources that 
this is roughly how the plan operates: 


Gives Example 


Suppose you’re a policyholder with 
$50,000 of permanent life insurance, 
about $1,000 a year premiums and 
$5000 of cash values, against which 
there are thus far no loans. You bor- 
row the $5,000 and put the policy on 
the minmum deposit or financed in- 
surance basis. With the $5,000 you buy 
‘mutual fund shares—a one-time pur- 
chase. By using the minimum deposit 
basis the premium on the insurance 
is reduced from $1,000 a year to, say, 
#5400. Interest on the policy loan is 


North Central LAA 
Eyes Communication 


At Kansas City Meet 


Listening is a skill which has tre- 
mendous potential for salesmanship, 
Prof. William H. Conboy of University 
of Kansas told the North Central 
Round Table of Life Advertisers Assn. 
at the annual meeting at Kansas City. 
Listening is the most effective human 
relations known to mankind, he said. 
People tend to like people who listen 
to them. 

Prof. Conboy spoke on communica- 
tions, which he defined .as “that mean- 
ing which is received.” Language does 
not constitute communication from one 
person to another—it is people, he 
said. The heart of communication is a 
common and shared sense of meaning. 

He said there are three common mis- 
conceptions about communication. It is 
assumed language carries meaning it- 
self. There is no meaning in words, 
only in people dependent on the in- 
terpretation of words. 

Attitude, he said, is responsible for 
more misunderstanding than any other 
thing. There is a tendency for parties 
involved in communication to believe 
that it is impossible for the other per- 
son to have a different point of view. 
The world is a tremendously “to me” 
place, but the most underused phrase 
is “to me,” he said. 
last common misconception is in 
the area of listening, Prof. Conboy de- 
(CONTINUED ON PAGE 20) 








deductible, but this is not stressed as 
a big point in the plan. 

So you now have $5,000 in mutual 
fund shares, plus $45,000 in insurance 
(more if the fifth dividend option is 
available). 

With the difference between the 
$1,000 premium you formerly paid and 
the $400 you pay on the minimum de- 
posit basis, you put $600 in mutual 
fund shares and then borrow back $300. 

Now comes a key point in the setup: 
Against that $5,000 in mutual fund 
shares, you borrow a carefully com- 
puted amount each year. The amount 
is calculated so that if the fund per- 

(CONTINUED ON PAGE 31) 


Life Counsel Assn. 
Program Completed 


The program for the spring meeting 
of Assn. of Life Insurance Counsel, 
May 8-9 at the Greenbrier, White 
Sulphur Springs, has been completed. 

Monday morning Edwin M. Jones, 
assistant general counsel of New York 
Life, will talk on federal tax liens and 
their impact on insurance policies and 
everyday life insurance company op- 
erations. Ithamar D. Weed, associate 
counsel of Western & Southern Life, 
will discuss pre-existing disease as a 
defense in A&sS policies. 

A. Parker Wraith, counsel of Oc- 
cidental Life of California, will give a 
review of problems involving conflict- 
ing interests. 

Following this there will be a panel 
discussion of problems under the gen- 
eral heading, “This Troubles Me.” 
Squire R. Ogden, general counsel of 
Commonwealth Life of Louisville, will 
act as moderator. 


Credit Insurance A Topic 

Other topics are “Some Miscon- 
ceptions About Credit Insurance,” 
Charles K. Peters, assistant general 
counsel Life Insurance Assn. of Amer- 
ica; “Permissive Reflections Upon 
Mandatory Conversions: New York In- 
surance Law, Sections 162(5) and (6),” 
James B. Hallett, associate counsel 
Travelers; “Guaranteed Insurability in 
New York,” Arthur O. Kaiser, assistant 
general counsel Mutual of New York. 

Tuesday, at an informal breakfast 
meeting W. Lee Shield, executive vice- 
president of American Life Conven- 
tion, will present a report on the Wash- 
ington situation. 

The second business session will 
have the following speakers: Cecil G. 
King, group counsel Nationwide Life, 
“Proper Situs of Multi-State Group 
Policies”; Frederick R. H. Witherby, 
associate counsel New England Life, 
“Personal Property Lease Financing— 
the Lender’s Point of View”; Frederick 
G. Mehlman, attorney National Life of 
Vermont, “Disability Definitions—Cur- 
rent Trends and Problems.” 

Following this there will be a de- 
bate on the topic “The Connally 
Amendment Should Be _ Repealed.” 
The United States declaration agreeing 

(CONTINUED ON PAGE 20) 





Delay In Schriver 
Retirement Date 


BOSTON—The Massachusetts Assn. 
of Life Underwriters board of directors 
has unanimously adopted a resolution 
to be sent to the board of National 
Assn. of Life Underwriters asking that 
the retirement of Executive Vicé- 
president Lester O. Schriver, scheduled 
for Dec. 31 of this year, be postponed. 

The resolution says: “We believe that 
the life insurance industry presently 
stands at a critical point in its history. 
It is beset by many problems which will 
call for thoughtful and experienced 
treatment if they are to be successfully 
resolved. Some of these problem areas 
we would identify as: 

“1. Continued and aggressive ad- 
vances in the field of insurance by 
expansion and proposed expansion of 
social security legislation. 


Irresponsible Attitude Danger 


“2. An irresponsible attitude  to- 
ward the issuance of group insurance 
which involve jumbo group, group on 
group, group insurance in the absence 
of an employer-employe relationship, 
direct writing of group and the un- 
derwriting of group insurance in cer- 
tain situations where there is a def- 
inite intention that it be used to re- 
place permanent and _ individually 
owned business life insurance. 

“3. An absence of ethics at both 
company and field levels which en- 
courages twisting and replacement for 
the sake of volume and bigness with- 
out regard for the welfare of the 
policyholder or the future of our busi- 
ness. 

“4, The promotion of gimmick sales 
techniques such as minimum pay, 
which is challenging the faith of the 
public in our product for which many 
of us have worked hard and diligently 
for over the past 20 years in order to 
bring it to its current point of public 
acceptance. 

“5. The agent and the agency sys- 
tem stands in peril because of the cur- 


rent philosophies and attitudes of some 
(CONTINUED ON PAGE 28) 


Variable Annuity 
Aimed At Immunity 
From Insurance Law 


SEC And State Securities 
Commissions Seen As Sole 
Policers Of New Contract 


A registration statement was filed 
this week with Securities & Exchange 
Commission for the 
sale of stock in 
United Variable 
Annuities Fund 
Inc., a Maryland 
corporation, de- 
signed to market a 
variable annuity 
contract that will 
not be subject to 
state insurance de- 
partment regula- 
tion but only to 
that of the SEC 
and state securities 
commissioners. This will be done by 
issuing contracts that have no guar- 
antees or insurance features. The aim 
is to avoid the troublesome problem 
of being regulated both as an invest- 
ment company and as an insurance 
company. 

George Johnson Executive V-P 


Executive vice-president and a di- 
rector of the fund is George E. John- 
son. He is also vice-president and a 
director of the affiliated United Vari- ; 
able Annuities Management Corp: and 
is one of the most widely known pio- 
neers and authorities in the variable 
annuity field. He was one of those who 
developed College Retirement Equities 
Fund, the variable annuity affiliate of 
Teachers Insurance & Annuity. Since 
then he has been president of Varia- 
ble Annuity Life and Equity Annuity 
Life, both of Washington, D.C., and for 
nearly two years has been a variable 
annuity consultant at Chevy Chase, 
Md. The fund’s president is Chaun- 

(CONTINUED ON PAGE 28) 











George E. Johnson 








Among United 
States Life promo- 
tions and appoint- 
ments are, from 
left, Francis A. 
Sullivan, elected 
assistant general 
counsel; Charles P. 
Moore, actuarial 
pension consultant; 
Cornelius C. Rose 
Jr., assistant sec- 


retary; Waid J. 
Davidson Jr., as- 
sociate actuary, 


and Saul Lesser, 
associate general 


counsel. Mr. Sullivan has been senior real estate attorney of the New York law 
firm of Debevoise, Plimpton & McLean. Mr. Moore has been in pension con- 
sulting work with Kwasha, Lipton & Clark; Alexander & Alexander, and 
Joseph Froggatt & Co., all of New York. Mr. Rose has been in United States 
Life’s real estate and mortgage department since 1958. Mr. Davidson has been 
an assistant actuary with United States Life and before that was with Paz - 


American Life. Mr. Lesser, former assistant general counsel, has been in 


..e 


law department of United States Life since 1948. 
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TRAVELERS LEADERS MEETING ¢g 30 Million Producer Gives Tips 


On Organizing Time, Efforts 


De Witt Sees Next 
15 Years As Best 
Yet In Insurance 


A new industrial revolution, one 
that will surpass the greatest periods of 
the past and make 
available twice the 
capital spending 
and industrial ca- 
pacity, was fore- 
cast for the next 
15 years by J. 
Doyle DeWitt, 
president of Trav- 
elers in a speech 
at the company’s 
Inner Circle con- 
ference at Holly- 
wood, Fla. 

“Unless all the 
signs of our times are wrong, we are 
entering a period in which the needs 
for insurance will be greater and more 
varied than ever before, in which the 
opportunities to serve these needs will 
be more plentiful than ever before,” 
Mr. DeWitt said. 

Speaking at the opening business 
session of the conference, held to 
honor Travelers’ leading producers, Mr. 
DeWitt said, “‘The race for the great 
prizes of the 60s and 70s will go not 
to the complacent but to the con- 
scientious; not to the satisfied but to 
the seeking; not to the vacillating but 
to the vital. They will go to the na- 
tions and the people who can sustain 
the drive to grow. Each individual 
business, each thriving enterprise is a 
contribution to that drive which only 
you can make.” 

The conference program included 
informative addresses, clinics and in- 
formal discussions in the area of sales, 
education, special services and adver- 
tising. 

Awards were presented to agents 
who qualified for the company’s lead- 
ing agents organizations, the Inner 
Circle and Order of the Tower. Sixty- 
four agents received the highest de- 
signation, Order of the Tower, for 
production of more than $1 million. 

More than 20 major changes in the 
company’s life contracts were outlined 

(CONTINUED ON PAGE 30) 


J. Doyle DeWitt 


Specific pointers on how to organize 
one’s time and resources were given by 
Philip J. Goldberg, 
New York general 
agent and country- 
wide leading pro- 
ducer of Canada 
Life, at an all-day 
meeting of the Salt 
Lake City Life Un- 
derwriters Assn. 
Mr. Goldberg, a 
$30 million a year 
producer, was the 
sole speaker. He 
also spoke on dif- 
ferent types of 
sales, the life agent’s role in society, 
and charitable endowment insurance. 
The day was the concluding event of 
the association’s first life insurance 
week, 

Mr. Goldberg’s first tip to the agent 
who wants to use his time was “know 
your client.” 

“Today’s buyer of life insurance—at 
least in the areas that are handsomely 
rewarding for the salesman—is fairly 
sophisticated,” he said. “He shops for 
insurance today, just as he will shop 
the discount houses for a good buy on 
a TV set. You will almost always find 
yourself in competition, even in the 
fairly complicated area of pensions. 

“To gain the edge over the compe- 
tition, you must know how your client 
thinks, what are his quirks, and what 


Philip J. Goldberg 





Business Paper Ads To Be 


Gotham Group April Topic 

NEW YORK—Business paper adver- 
tising will be the subject of discus- 
sion at the April 19 luncheon meeting 
of the Gotham Group of Life Insur- 
ance Advertisers Assn., at Keen’s 
Chop House. 

Fred R. Messner, account executive 
of the G. M. Basford advertising agen- 
cy of New York and a regular column- 
ist for Printer’s Ink on business paper 
advertising, will be the speaker. He 
will analyze current life insurance 
business paper advertising and suggest 
ways in which the industry can make 
better use of these publications. 





are his problems. A first meeting with 
a client in the areas that I have out- 
lined should be devoted essentially to 
gaining information—about his busi- 
ness, his assets. His policies should be 
called in for analysis, likewise any 
trust instruments or wills, so that you 
are in a position of knowing the maxi- 
mum about him. 

“Where the referral comes through 
the man’s lawyer or accountant, some 
of this fact-finding can be accom- 
plished ahead of time, so that you 
might be in a position to review some 
of the basic ideas with the client at 
the time of the first meeting. You 
should always have something visual 
on hand—even if it doesn’t cover the 
client’s present situation. I have 

(CONTINUED ON PAGE 22) 


NAIC Survey Explores 
Pay Formula Between 
Blue Cross, Hospitals 


Commissioner Sears of Maryland, 
chairman of National Assn. of Insur- 
ance Commissioners’ subcommittee to 
study the problems of reimbursement 
formulae between hospitals and non- 
profit hospital service associations, has 
directed a questionnaire to all com- 
missioners and Blue Cross plans, the 
purpose of which is to obtain a na- 
tional picture of current thought, prac- 
tices, and problems in the field of the 
subcommittee’s area of operation. 

Blue Cross plans are being asked to 
supply factual information regarding 
their current practices, but the major 
portion of the questionnaire is in the 
form of an opinion survey. 

The survey covers such questions 
as payment to hospitals for medical 
services, variation in payments based 
on characteristics and location of hos- 
pitals, ceilings on per diem hospital 
charges, funding of depreciation allow- 
ances, provision for hospital losses on 
indigent patients and types of reim- 
bursement formulae preferred. 

Respondents are being requested to 
return the survey by April 17 so that 
a summary may be prepared for use 
as a basis of discussion of Blue Cross 
hospital reimbursement problems at 
the June 4 meeting of NAIC. 


Henry Cabot Lodge Is 


John Hancock Director 
Henry Cabot Lodge, former United 
States ambassador to the United Na- 
tions and Republican candidate for 
vice-president last year, has been 
elected a director of John Hancock, 
succeeding William M. Rand, former 
president and director of Monsanto 
Chemical Co., who has retired after 
19 years of service as a Hancock di- 
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AT LEADERS MEETING 





Family Income Te 
Plan Introduced 
Equitable Society 


Exchanges of advanced sales’ 
and techniques and the introdug¢ 
a new sales package which g 
larger amount of coverage in 
policy years and stresses savin 
later years were among the 
of Equitable Society’s annual @ 
ence for leading produccers 4 
Harbour, Fla. 

Speakers included several Kg 
officers, including President Jg 
Oates Jr. The president’s trop) 
leading agent was awarded to} 
B. Nathan, Chicago, who had 
lion in 1960 production credi 
Nathan received the trophy in 

Panel and room-hopping ses 
the meeting featured the leadiy 
ducers, who shared sales methg 
variety of subjects, including 
trusts, deferred compensation: 
dollar plans, group _ insuran 
group annuities, salary savings 
bility inéome, estate liquidity 
prestige-building. 4 

The new sales package, a { 
income to age 65 provision, i 
with Equitable’s adjustable wh 
policy, which, when issued at 
or under, includes an increased } 
um option at 55 to make it paig 
65. 


Coverage To Accumulation 


According to J. L. Beesley, § 
vice-president, the provision in 
a practically level premium wiff 
emphasis later shifting from cove 
to accumulation, and provides’ 
stantially increased coverage up §j 
55 and then the opportunity to a¢ 
a paid up estate during the ne 
years. e | 

Besides the new provision, ¥ 
may be issued with most other 
manent policies, liberalizationg’ 
shorter family income periods 
amount of coverage available for 
$1,000 of basic policy amount ‘ 
introduced at the conference. — 

However, S. A. Burgess, 
vice-president, reminded the le 
“These family income innovatiol 

(CONTINUED ON PAGE 31) | 


North Is Chairman ¥ 
Of New NALU Unit; © 
Members Named 


WASHINGTON—Menmbers of @ 
committee on field relations of NAR 
have been named by NALU Presita 
William E. North. x j 

Committee members are Spen¢ 
McCarty, Provident Mutual, Al 
and managing director of the 
York State association; R. L. Mi 





lon, Business Men’s Assurance, | 
ilene, Tex.; Arthur F. Priebe, | 
Mutual, Rockford, II1.; Robert B. F 
er, John Hancock, Boston; Grant 
gart, California-Western States | 
Cowley, Wyo.; Frank H. Wenner, 0 
necticut Mutual Life, Utica, N.Yy 
Mr. North, New York Life, 
Ill., who will be chairman. 
During the annual meeting of 
Insurance Assn. of America . 
cember, it was announced that 
and American Life Convention hat 
up a joint company association ¢ 
mittee to meet with field men M 
interest of better home offices 
relations. The new NALU field 
tions committee will represent 
in any such meetings. 


rector. 

Mr. Lodge began his business ca- 
reer aS a newspaperman with the Bos- 
ton Evening Transcript. He served four 
years in the Massachusetts legislature 
and was elected a U.S. senator three 
times before his appointment to the 
U.N. He is international chairman of 
Institute of International Education 
and a general consultant to Time, Life 
and Fortune magazines in the field of 
international relations. 

American Bankers Life of Miami 
has declared an initial cash dividend 
of 10 cents per share and a 5% stock 
dividend payable June 1 to stockhold- 
ers of record May 12. 


TRAVELERS’ LEADING PRODUCER—A warm smile of congratulations is 
given by J. Doyle DeWitt, president of Travelers, left, and Mrs. DeWitt, right, 
to Mr. and Mrs. Maurice Linder. Mr. Linder, Travelers’ agent at New York, has 
been the company’s leading life agent for 13 of the past 19 years. Mr. Linder 
was honored for his outstanding production record at the annual meeting of the 
Inner Circle conference for leading producers at Hollywood, Fla. 
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This advertisement, supporting Lin- 
coln Life agents, appeared in the Satur- 
day ivening Post and Time. 


LIFE INSURANCE EDITION 


A 


What many a man discovers after he’s retired... 


Often he finds too late that the rosy dreams he 
had of an enjoyable retirement can never come true 


ne LINCOIN 


NATIONAL 


The reason, as you may unhappily dis- 
cover yourself some day, is usually lack 
of money—with little or no hope of 
getting more. 


Once those regular pay checks stop 
coming, all too many men wake up to 
the fact that it’s not as easy as they 
thought to live on their retirement in- 
comes. Often there’s barely enough 
money coming in to provide the neces- 
sities of life. Even when a man earns 


ITS NAME INDICATES ITS CHARACTER 


a little money doing occasional jobs, 
he may not get by very well. He’s 
forced to scrimp along just when his 
time’s finally his own and he could 
start enjoying a leisurely life. 


Don’t let your retirement turn out this 
way. Guarantee yourself enough retire- 
ment income to live as you’d like by 
setting up a Lincoln Life retirement 
plan now. With this economical plan 
you can retire as young as age 50, if 
you wish, and you'll have life insurance 
coverage from it until you begin getting 
the income. Phone or write your 
Lincoln Life agent for particulars. 


@ 
L i fe INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 
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Valentine Howell Comments On 


Josephson Book; 


Author Replies 


Valentine Howell, executive vice-president of Prudential, has written the fol- 
lowing observations about the recently published book written by Halsey D. was exploded, minimum amount spe- 
Josephson, general agent of Connecticut Mutual Life at New York and co-editor cials were introduced. Knowing that 
of Probe fortnightly, dealing with “special” policies, premium gradation by size, 
terminal dividends and high early cash value policies. In the next column is 


Mr. Josephson’s reply. 


By VALENTINE HOWELL 

Halsey Josephson’s criticism of re- 
cent developments in the life insurance 
industry, as_ set 
forth in his book 
“Discrimination: A 
Study of Recent 
Developments in 
American Life In- 
surance,” seems to 
have met with an 
unfavorable recep- 
tion by some life 
insurance men. 
This criticism may 
stem in part from 
the author's 
trenchant and, to 
say the least, vigorous style of expres- 
sion. I disagree with much that he has 
to say, but I think that the book as a 
whole deserves far more serious com- 
ment than it has received so far. 

First, I disagree with his objections 
to “special” high minimum policies, and 
to “cheaper by the dozen,” which in 
actuarial language is a recognition in 
dividend scales or in premium rates 
that policy size is a legitimate element 
defining “classes” of policies for divi- 
dend or for rate-making purposes. He 
quotes me, correctly, as stating that 
this innovation raises serious problems 
for the companies and for the insur- 
ance departments, and I reaffirm that 
view. I believe, however, that the prob- 
lems must be faced. Obviously, some 
initial and even some renewal expenses 
tend to be constant without respect 


to the size of the policy, or, at the very 
(CONTINUED ON PAGE 26) 





Valentine Howell 





By HALSEY D. JOSEPHSON 

I am of course delighted that Mr. 
Howell believes my book merits serious 
consideration for 
there is no one in 
our business for 
whom I have 
greater respect. My 
gratification, how- 
ever, is tempered 
somewhat because 
he, like a number 
of others, has used 
my conclusions as 
one would a pic- 
ture gallery—“I 
like this one, but I 
don’t like _ that 
one.” 

The fact is that I dealt with four 
inter-related forms of discrimination, 
each of which bypassed our anti- 
discrimination laws in the same man- 
ner and the sum of which established 
a precedent that renders those laws 
practically impotent. By interpreting 
each new competitive device as a new 
“class” the charge of discrimination 
among members of the same “class,” 
the only protection afforded by the 
anti-discrimination laws, has been 
made meaningless. 

Perhaps I can make this clear in 
outline fashion. Here goes: 

—1l. For more than half a century 
the best minds in the business be- 
lieved that varying the rate in ac- 
cordance with the size of the policy 
was in violation of the state anti- 
discrimination laws. 

—2. The early specials were based 





Halsey D. Josephson 
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on the preferred risk theory specific- 
ally committed under the “equal ex- 
pectation of life” clause of those laws, 
and not on the savings due to size 
idea which was practically unani- 
mously believed to violate the laws. 

—3. When the preferred risk myth 


rate variation according to size vio- 
lated the anti-discrimination laws, 
these specials were made microscop- 
ically different from the regular whole 
life in order to create a new “class.” 
The 1955 NAIC report included this 
admission: “Although such _ special 
forms of policies may be justified on 
an analysis of costs, the adoption of a 
special form was considered necessary 
in order to avoid a conflict with state 
laws relating to discrimination. This 
differentiation in policy plans is an 
artificial one. .. .” 


Laws Avoided By Sophistry 


—4. Having admitted then that a 
clash with the  anti-discrimination 
laws was avoided by sophistry, the 
state insurance commissioners then 
approved premium gradations by size 
on the theory that “if the expense per 
policy may be introduced in computing 
gross premiums on a special policy 
form, the same principle may be 
used in computing gross premiums by 
amount of insurance.... This is 
merely an extension of the principle 
underlying special policy forms.” 

In short, the basis on which grada- 
tions by size were approved was the 
fact that the commissioners had pre- 
viously blessed specials when they 
admittedly were aware that an “ar- 
tificial’’ distinction had to be made 
“in order to avoid a conflict with state 
laws.” A minor error was thus used 
as the justification for a major one. 

—5. As a result, the word “class” in 
the anti-discrimination laws was 
stretched to include size. This “size 
interpretation obviously permits not 
only rate variations but any other kind 
of variation as well. We now have dis- 
crimination in cash values and policy 
provisions as a result of which the 
small buyer is paying a higher price— 
not for the same product but for an 
inferior one, a condition that unfor- 
tunately was not foreseen, and is not 
now condoned by many of the original 
premium gradation enthusiasts. 


Department’s Dilemma 


—6. The best illustration of the 
damage done by the “size makes class” 
theory, the legal basis of premium 
gradation, is the dilemma the New 
York department found itself in in 
attempting to ban as discriminatory the 
high reserve minimum deposit policies. 
Its regulation 39 includes these words: 
“Where, by departure from its regular 
pattern of computation of cash values, 
a company provides more favorable 
early cash and loan values on certain 
policies than on other essentially sim- 
lar policies, the granting of such val- 
ues is hereby construed to constitute 
an unfair discrimination between in- 
dividuals of the same class and equal 
expectation of life in contravention of 
section 209 of the insurance law.” 
“Suddenly the department realized 
that if size doesn’t create new “classes” 
for discrimination in cash values, it 
doesn’t create new “classes” for dis- 
crimination in premiums either. Thus, 
if it didn’t wish to turn the clock back 


| NEW YORK — 





and damn premiums graded by size, it 
couldn’t allow its own regulation 39 
to stand. Having already concluded that 
high early cash values were discrim- 
inatory, it was forced to renege. Its 
“Actuarial Bureau Standards in Ap- 
plying Regulation 39” did a sharp 
(CONTINUED ON PAGE 23) 
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Wagner, 10 Others 
In New Positions | 





Republic National & 


Appointment of E. H. Wagner, ; 





E. H. Wagner 


nior vice-president and chief acti, 


heads a list of interorganization ch 
es by Republic National. 


actuary, 


vice-president and controller, and R 
ert P. Brady, vice-president ond’ a 
tuary, reinsurance, now is vice-p 





ident and actuary in charge of th 
actuarial division. 


will be filled by Jesse E. Flick as vice- 
president and actuary. He was a field 
vice-president. 


a 


vice-president, electronics, and Ned 








Thomas M. Mott, vice-president 
statistical, becomes gq 


Pe 





Robert P. Brady Jesse E. Flick 





Malcolm Thomes 


Jack Daniels 


The position of reinsurance actuany 


Robert E. Baines, assistant actuary, 
ctuarial, has been appointed assistai 


(CONTINUED ON PAGE 23) 
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what Health Insurance Council has 
«mplished to date in its relations 
= ‘th the providers 
/ medical care, 
it will do in 
ne future, and 
Laat more it can 
“a must do was 
aiored during 
me council’s an- 
aa] meeting at 



















e work of the 
i] is only be- 
sing, Raymond 
Killion, the 
ana ~elected 
Chie? Gal yl of HIC, told the meeting. 
zation cha §{Mr. Killion, who is 2nd vice-president 

“Eyetropolitan Life, declared that it 
would be his administration’s goal “to 
establish working relationships found- 
‘Hed on complete cooperation backed by 
mutual understanding and respect with 
the providers of health care at the local 
V e working level. This means 
ottice of the individual physician, 
‘admitting office and credit office 
‘the individual hospital.” 


Insurers Should Meet 


ur M. Browning, outgoing chair- 
nan. in his report, said that it is more 
erative today than ever for health 

N insurers to meet, analyze and solve 
the problems which arise in the field 
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ler . Mr. Browning, who is vice-presi- 
» and Rob in ch f group insurance of 

ent and gf ent in charge o g p 


iS vice-pre New York Life, said these problems 





Raymond F. Killion, 2nd vice-presi- 
dent of Metropolitan Life, was elected 
: chairman of Health Insurance Council, 
i succeeding Arthur M. Browning, vice- 
president in charge of group insurance 
of New York Life. Named chairman- 
elect to succeed Mr. Killion was C. 
* § Manton Eddy, senior vice-president of 
& Connecticut General. 


must be solved because voluntary 
health insurance has become the in- 
strument of choice of a vast majority 
of all Americans. 

“To do otherwise would be a breach 
of faith with those millions who en- 
trust their monies with us,” he de- 
clared. 

A solution of the problem of the cost 
of health care seems to be handicapped 
by the old American pasttime of pass- 
ing the buck, he said. “Insurance com- 





PP 
oim Thomes 


rge of th 
ice actuary} 
ick as vice- 
was a’ field] 


nt actuary, 


d_assistali! panies have a tendency to cast blame 
and Ned} on doctors and hospitals, yet do little 
8) about excessive charges and _ utiliza- 
n~~ncooem| tion so long as they can get adequate 

premiums from their policyholders. 
as Employers blame the doctors and hos- 
Aight pitals and talk about exorbitant pre- 


mium rates of the insurance companies 
but often resist policing of claims be- 
cause of its feared effect upon em- 
Ploye relations. Unions may insist 
upon unsound plan features and then 
have to demand higher contributions 
from employers to pay for them. 


Little Incentive To Cut Costs 


“The purveyors of medical services 
are human and in the prevailing at- 
mosphere have little real incentive to 
reduce costs so long as criticism is gen- 
eral rather than specific and so long 
a insurance companies and employ- 
ts pay most of the bill,” he said. 
, zis attitude would be bad enough 
if it resulted only in increased medical 
care costs, Mr. Browning noted. “But 
under today’s conditions we see at- 
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sith Council's Accomplishments, Aims 
Future, Reviewed At Annual Meeting 


tempted short cuts by some private 
groups that could affect adversely the 
quality of medical care and the inter- 
ests of the medical profession and 
private insurance. Even more grave is 
the effect upon men’s minds and their 
attitude toward proposals of govern- 
ment invasion of medicine. 

“We know that the problem of 
cost would become even more acute 
were such proposals enacted into law 
but this will not stop people from de- 
manding government medicine if they 
feel private medicine has become pro- 
hibitive in price.” 

Need For Discussion 


R. E. Jones, associate secretary of 
the American Hospital Assn.’s council 
on Blue Cross, financing and prepay- 
ment, pointed out that there is a need 
for discussion between the Blue Cross 
and the insurance business of their dif- 
fering philosophies. 

Mr. Jones spoke as a member of a 


panel on hospital attitudes, projects 
and problems. Other panel members 
were Leon Pullen Jr., administrator 
of the Decatur & Macon County Hos- 
pital in Illinois, and Harold Hinderer, 
financial consultant to Catholic Hos- 
pital Assn. Panel moderator was L. 
A. Orsini, HIC vice-chairman and as- 
sistant director of information and re- 
search of Health Insurance Assn. 

Mr. Jones said there is room and 
need for mutual endeavor between 
Blue Cross and the insurance busi- 
ness, and he proposed that these groups 
along with medicine, hospitals and 
other interested agencies take the re- 
sponsibility for implementing the rec- 
ommendations of a study conducted by 
the Commission on Financing Hospital 
Care. These recommendations were 
aimed at improving the efficiency and 
effectiveness of prepayment and in- 
surance plans, including the develop- 
ment of more adequate benefit pro- 
visions and the more efficient use of 
funds. 

“The hard work put forth by Health 
Insurance Council over the past several 
years is beginning to bear fruit,’”’ Roger 
N. White, director of medical services 
and economic research of [Illinois 
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Medical Society said during a panel 
discussion of liaison between the 
medical profession and the insurance 
business. 

Other panel members were Howard 
O. Brower, assistant secretary of the 
American Medical Assn.’s council on 
medical service, and B. S. Rowland, co- 
chairman of the western Pennsylvania 
committee of the HIC and district 
group claim manager of Prudential. 
Panel moderator was Albert V. White- 
hall, vice-chairman of the HIC. 

Mr. White said the machinery 
is available on the state and district 
levels in Illinois to do a good liaison 
job on problems of mutual interest to 
doctors and insurance men. 

It is not enough to have physicians 
interested, said Mr. White, insur- 
ance companies must be prepared to 
utilize the machinery once it is set up. 

“About the worst thing that can 
happen is to get something started and 
have it fall apart for lack of uses—it 
may not get started again for another 
five years,” he said. 


Georgia International Life’s March 
paid volume exceeded $5.5 million, a 
record. 








You'll enjoy 








“THE TWENTIETH CENTURY,” Sundays, CBS-TV 


The right tools help make the job a lot easier 


Little job... big job, there’s nothing like having a good selection 
of tools handy. Whether a Prudential representative works on 
a small sale or a big sale—he can always depend on Prudential’s 
complete and co-ordinated Advertising & Sales Promotion Pro- 
gram. It offers a good selection of advertising and promotion 
materials to help make his selling job easier, faster and 
smoother. Prudential representatives can expect — and get —a 
variety of hard-working promotion pieces, a continuous coast- 
to-coast Sunday Newspaper Supplement Campaign, and the 
added support of Prudential’s award-winning TV show—“The 
Twentieth Century.” These “right tools” are always available 
to help every Prudential representative bring more protection 
to an ever-increasing number of clients. 





TO OVER 35 MILLION PEOPLE — INSURANCE MEANS PRUDENTIAL 
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HieNATIONAL UNDERWRITER 


Scores AAUTI Name Change, Offers Others 


George W. Goble of Hastings Law 
School, San Francisco, outlines his 
reasons for opposing the change that 
has been suggested in the name of 
American Assn. of University Teachers 
of Insurance, in a letter to that group: 

As a long time member of the 
AAUTI, I am opposed to changing its 
name to the “American Assn. of Risk 
and Insurance.” Briefly my reasons 
are as follows: 


the association’s functions. 

2. The name is not descriptive of 
the association’s membership. 

3. In the name, “Risk and Insur- 
ance” describe the composition of the 
society. But in no sense is the organi- 
zation an “association of insurance” 
or an “association of risk.” It is an 
association of persons devoted to the 
educational and scientific aspects of 
insurance. 


4. The name is not grammatical. 


There cannot be an association of an 
insurance, nor an association of a risk, 
any more than there can be an asso- 
ciation of a person or an association 
of an automobile. It requires more 
than one to form an association. It 
certainly is not meant in the new 
name that the association consists only 
of a risk and an insurance. 
“Risk” Is Redundant 

5. The inclusion of the word “risk” 
is redundant. In so far as “risk” is 
relevant, it is included in the word 
“insurance.” 

6. The name is not dignified. It 
sounds as if it may refer to some new 


April 15, jaapell 15+ 


insurance gadget of agents or broke, 
It does not sound like the de signay 
of a learned society. 

7. It is only one word orts 
than the old name. This is not eno, 
gain in brevity to pay for the log, 
meaning. 

8. I agree that the name shoulg 
changed for the reasons set ovt in y 
letters. But I prefer the old nay 
the proposed one. q 

I suggest some such name ag 
American Insurance Academy, of 
American Insurance Society. In 
names “Insurance” is used as 
jective to describe the character 


1. The name is not descriptive of 


NOW AVAILABLE FOR YOUR USE. 


HTYM 
TSOC 
TEN 

EMT 


(THE NET COST 


the composition, of the associatig 
is clear that Academy in the 
suggestion and Society in the gg 
indicate an organization of pe 
These names convey the idea of 4 
ciety of learned persons working jy 
field of insurance. It is significant 
the societies belonging to Amer 
Council of Learned Societies 
such names as American Philosop 
Society, American Economic 
American Political Science Assn, 
The word that describes the che 
of the society in each instance jg 
adjective. 4 

Either of the names suggested 
adequately describes the expai 
nature of our association, and is shg 
and easier to remember than 
name. 





This booklet explains these five reasons 
why anyone who would have a prospect 
choose a life insurance company or policy 
solely or mainly on lowest “surrendered 
net cost’ must be either uninformed or 
insincere: 


The life insurance industry has 
lumbered along for years with the 
myth that ‘‘surrendered net cost” 
figures are a sound basis for choos- 
ing one life insurance company or 
plan of insurance instead of 
another. This has created conflict- 
ing claims that must leave the 
public confused. 


1. surrendered Net Cost figures imply 
that benefits in the policies compared 


are the same. They are not. Inter-American Forum 


Slated For Jan. 7-13 
At University Of P.R. 


The 2nd Inter-American Forum @ 
Advanced Underwriters has ” 
scheduled for Jan. 7-13, 1962, at 
University of Puerto Rico, Rio Pied; 

The forum, which is co-sponsored 
the universities of Puerto Rico @ 
Illinois, is conducted with a high} 
gree of audience participation uni 
discussion leaders chosen from 
industry. ef 

Drawing attendance principally ff 
the United States, the forum’s. enrgb 
ment is limited to 35, exclusive 
wives. Registrations are han 
through the University of Illinois’ 
reau of business management. 


2. Experience proves that the chance 
that a 20 year ‘‘Surrendered Net Cost” 
figure for any one company will work 
out as represented for any one buyer is 
about one in 150,000. Where two com- 
panies are involved the chance is one in 
20 million. 


Harold J. Cummings, President 
of Minnesota Mutual Life, de- 
bunked the ‘‘net cost myth” in an 
address before the 52nd annual 
meeting of the American Life 
Convention. Reprints of that talk 
have been used effectively by 
Minnesota Mutual Life fieldmen 
whenever the net cost argument 
arises. 


3. Surrendered Net Cost figures mean 
nothing except to the one buyer in about 
1235 who will both survive, and, having 
survived, surrender his contract. 


4. surrendered Net Cost figures er- 
roneously imply that the Company or 
Plan showing lowest cost for one period 
would provide lowest cost also for the 
intervening years. 


We are pleased now to make’ re- 
prints of this talk available to any 
life insurance man for his personal 
use, regardless of company affilia- 
tion. Request your copy by using 
the coupon below. 


Program Printed For 
IASA Meeting In May 


Members of Insurance Account 





& Statistical Assn. have receive 
copies of the advance program for & 
annual meeting May 14-17 at i 
Angeles. This is probably the ma 
elaborate of all insurance progral 
consisting of 13 printed pages of eval 
in three days of business sessions 
divided into life, fraternal, group, A@®, 
debit, fire-casualty and electronics. — 

Those attending the convention va 


5. There are many other variables 
which the text discusses fully. 


make a number of choices in advam 
as to what sessions they will attend 
Exclusive of the electronics sessions, 
there are 67 meetings which will 
conducted by 185 IASA members. 
IASA will be holding its 39th meet 
ing in May. The organization has de 
veloped into one of the significant 
insurance associations with a larg 
membership and a large attendance at 
its meetings. : 


Western States HO Club Slates 
Annual For Rancho Santa Fe, C 


Home Office Club of the Western 
States will hold its annual meeting 
June 5-6 at The Inn, Rancho Santa 
Fe, Cal. Problems of life underwriting 
will be featured on the first day, with 
the second day taking up A&S and 
group problems. 


THE 


MINNESOTA MUTUAL 


INSURANCE COMPANY 
Victory Square—St. Paul 1, Minnesota 


Please send me a copy of ‘‘HTYM TSOC TEN EHT (The Net Cost 
Myth).’’ | am enclosing 20¢ to cover cost of printing and mailing. 





ADDRESS___ 
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Project One 


Breakthrough! 


BIG NEWS 


for the 


YOUNG 
PROSPECT 
ON HIS 
WAY UP 


A dynamic new line of life 
insurance plans, based on 
the new 1958 CSO Mortal- 
ity Table and a new policy 
pricing system, backed up 
by new modern merchan- 
dising, is now offered by 
one of New England’s oldest 
mutual companies. 


The new line includes 
special level and graded 
premium plans calling for 
unusually low outlay. There’s 
an unprecedented choice of 
riders and benefits includ- 
ing family income up to 50 
years, mortgage protection 
up to 30 years, level term, 
wife term, family plan, guar- 
anteed insurability option 
and many others. These, 
coupled with the various 
conversion and add-on priv- 
ileges permit plans to be 
tailor-made to present and 
future needs, all at outlays 
so low you wouldn’t believe 
they were backed by one of 
the nation’s oldest, most 
reputable companies. 


For full details, contact 
the nearest Berkshire 
Life General Agency 


Aynsume ure 


INSURANCE COMPANY 


PITTSFIELD, MASSACHUSETTS 


A MUTUAL COMPANY FOUNDED IN 1851 


LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 


LIFE INSURANCE EDITION: 


Southwestern Life 
Installs IBM 7070-1401 


Southwestern Life, for an estimated 
$1,300,000, has purchased the IBM 
7070-1401. The high-speed, electronic 
data processing equipment is located 
in the company’s home office building 
in a specially designed and air condi- 
tioned room featuring a “floating” 
floor. 

As stockholders, directors and com- 
pany officials looked on, Southwest- 
ern’s administrative vice-president, 
Leon W. Ellsworth, pressed a button, 
lights flashed on a control panel and 
a “demonstration run” was set into 
action on the electronic system that 
contains more than 41,000 transistors, 
and 12 magnetic tape units. 

Mr. Ellsworth, who postponed his 
retirement to supervise the installation 
of the IBM 7070-1401, said that the 
business system will assume a wide 
variety of major functions, such as 
issuing of policies, reserve valuation, 
premium billing, actuarial research 
and accounting 

The new equipment, which will be 
completely operational in April, will 
permit the company to have a con- 
solidated master file on magnetic tape 
of individual records on some 400,000 
policies. All of these records will be 
reviewed and up-dated daily in a mat- 
ter of about 3% hours—a procedure 
which was impossible with previous 
electronic equipment used. 

Ability To Sort Information 

The tremendous speed of the IBM 
7070-1401 is further illustrated by its 
ability to sort information. For exam- 
ple, as a by-product of the daily re- 
view of policy records, the computer 
system can make a complete list of 
names and addresses on the 400,000 
life policies; and in four hours or less 
the electronic unit can sort the 400,000 
names and addresses by states and 
cities, eliminating duplicates. This 
list will be available on tape for any 
mailing the company may wish to 
make. 

The electronic system, which stores 
information in great volumes within 
a magnetic “memory” core, will even- 
tually become a complete record-keep- 
ing system for the company. 

As the IBM 7070-1401 is further 
“programed,” it will provide man- 
agement with current and concise re- 
ports on sales, market research, product 
development, and other pertinent busi- 
ness functions. Because of the amount 
of time required to prepare them, 
these reports were impractical in the 
past. 

A pioneer in the use of electronic 
business equipment, the company has 
been leasing an IBM 650 system since 
1958, but will “release” it to IBM when 
the new system is completely opera- 
tional. 

None of Southwestern Life’s em- 
ployes will be displaced by the new 
equipment. Those affected will be ab- 
sorbed into other jobs created by the 
company’s expanding operations and 
the upgrading of positions resulting 
from the installation of the electronic 
equipment. 


San Antonio A&S Men 
Elect Moeller President 


San Antonio Assn. of Health Under- 
writers elected the following officers 
at the March meeting: Wesley T. 
Moeller, Prudential, president; John 
W. Lewis, Paul Revere Life, 1st vice- 
president; Roland M. Aycock, South- 
land Life, 2nd vice-president, and Le- 
roy W. Smith, Great Southern Life, 
secretary-treasurer. 





Questions and Answers About 


RENEWAL COMMISSION LOANS 


Q What is the purpose of a renewal commission loan? 


A Vested renewal commissions are similar to savings stored away by insurance 
men much as money is deposited in a savings account. The function of a company 
such as Life Underwriters Service Corporation is to make these savings available for 
withdrawal when needed. This service is a highly specialized one, and may not be 
available readily from other types of financial institutions. : 


Q How does an agent use this type of loan? 


A He may use it to consolidate debts, to make large purchases, the down payment 
on a home, or for family emergencies, taxes, or many other personal expenses resulting 
from demands of modern living. He may also use it to augment his income by provid- 
ing working capital for added office space, advertising, secretarial help, travel, enter- 
tainment, or a life insurance training course. 


Q Do general agents use these loans? 


A They use them for the same personal reasons as individual agents. They also 
use them for additional working capital to pyramid earnings by expanding their agency, 
adding space, remodeling offices, and training and financing new agents. Sometimes 
they can use them to meet various requirements to qualify for bonuses that otherwise 
would be lost. 


Q How do the companies benefit from these loans? 


A Many insurance companies prefer to have renewal commission loans handled by a 
firm such as LUSC specializing in this business which arises from the insurance field 
but otherwise is not closely related to it. Then too, advances or loans to agents by an 
insurance company cannot be included in admitted assets and tend to reduce the ap- 
parent strength of the company by reducing the policyholders’ surplus. 


Q What is the cost of a renewal commission loan? 


A The charges for these loans are highly competitive. They are based on the costs 
of the business and do not yield excessive profits. They vary, however, from time to 
time as the general availability of money changes. The maximum rate charged by 
LUSC on vested renewal commission accounts has been 6 percent, discounted by 
adding $60 per thousand per year into the face of the note, plus a one-time flat service 
fee of 3 percent for documenting and servicing the loan. At this rate, the monthly in- 
stallment required to retire a four-year loan is $26.61 per thousand. The relatively low 
monthly installment is a principal advantage of this type of loan. Shorter term loans, 
two and three years, are also available. 


Q What is the maximum loan? 


A The maximum amount of a loan is based on estimated future receipts from vested 
renewal commissions projected by years according to probable mortality and lapses. 
The minimum information needed for this estimate usually is paid-for life insurance 
written, annual premiums created, and renewal commissions received by years. More 
information may be requested on complex accounts. In general, detailed information 
allows LUSC to make larger loans. In the experience of LUSC, insurance men oper- 
ating on a large scale often can realize massive profits by converting renewal com- 
missions to cash. They usually request the maximum loan that can be supported by 
their accounts, which sometimes exceeds $100,000.00. Often, however, it is desirable 
to leave money in the renewal commission bank by taking a smaller loan and retaining 
a margin for an increase if needed later. 


Q When and how are installments paid? 


A Installment payments are stated on a monthly basis but are adjusted to the paying 
procedure of the insurance company or its general agent. Sometimes all renewal com- 
missions are paid direct to LUSC, which then deducts the amount of the installment 
due and sends the remainder to its client immediately by air mail. Under another 
arrangement, LUSC receives only the payment due on the loan, while the company 
pays the remainder direct to its agent. In general all renewal commissions are applied 
toward retirement of the loan when a contract has been terminated. 


Q Can renewal commission accounts be sold outright? 


A LUSC will quote a purchase price on any vested renewal commission account 
of appreciable value. As a practical matter, however, the owner of the account in- 
variably prefers a loan, because the loan value of an account exceeds its purchase value. 


Q How long does it take to complete a loan? 

A LUSC realizes that most clients are in a hurry to complete loans, and therefore 
does everything practicable to speed the procedure. Correspondence is handled by air 
mail; telephone calls and telegrams are used when helpful. Often loans can be com- 
pleted within a week to ten days. 


For further information, write Life Underwriters Service Corporation, 
Security Building, Denver 2, Colorado. 
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‘61 Will Be A Good 
Year, Mass. Mutual 
GAs Told At Meeting 


Inventory adjustments, the prin- 
cipal cause of the current recession, 
have just about run their course, 
business activity will gradually im- 
prove and, on the whole, 1961 will be 
quite a satisfactory year, President 
Leland J. Kalmbach of Massachusetts 
Mutual Life told the company’s gen- 
eral agents’ association at their annu- 
al meeting in Santa Barbara, Cal. 

“Frankly, I can’t become very pessi- 
mistic about the business outlook when 
it is considered that in February em- 
ployment reached a new peak for that 
month, and when gross national prod- 





HteNATIONAL UNDERWRITER 


uct is running within 1% of the all- 
time high,” said Mr. Kalmbach. 
Industry now is more efficient than 





Leland J. Kalmbach 


ever, he said, which means that cor- 
porate profits will improve quickly 
with a gradual increase in sales, there- 
by bringing about a more optimistic 
feeling generally. 

“J think this is important,” he said, 


Kenneth W. Perry 





LIFE GENERAL AGENT OPPORTUNITY 
for CAREER 


agents and general agents who meet the following requirements: 


* Self starting and a desire to run your own business. 


* Aggressive, ambitious and with good references. 


* Over 27 years of age. 


* Personal or agency Life production of over $500,000 in 1960. 


* No previous management experience necessary but helpful. 


Central Standard’s New Expansion Program 


brings to you: 


@ Experience and prestige of a sound company founded in 1905. 


@ Agency minded company. 


@ Top agents and General agents commission. 


e New audio-visual program. 


@ New, modern, well merchandised policies. 


@ Complete line of Health Insurance. 


® Life (of policy) vested renewals. 


@ Ideas, flexibility, service, competitiveness and quality. 


Contact: HAROLD E. STOUT 


Vice President and Director of Agencies 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY _~ 
211 W. Wacker Drive Chicago 6, Illinois 


Founded 190S 


CARL A. TIFFANY, President 











“because experience has shown that 
the level of business activity is de- 
pendent to a great extent upon the 
outlook or the psychology of the av- 
erage consumer.” 

As for Massachusetts Mutual, he 
opined that especially in view of the 
fine progress in January and February, 
optimism for 1961 is fully justified and 
that “this time next year I fully expect 
we shall be congratulating each other 
upon another record year of produc- 
tion.” 

The company’s share of the total 
ordinary business delivered in the 
United States in 1959 and 1960 in- 
creased about 28% over 1951. Vice- 
president Kenneth W. Perry said the 
company’s share had gone from 1.56% 
in 1951 to about 2% in 1959-60. He 
said manpower growth was a key fac- 
tor in this development. 


Analyzes Business Sources 


During 1959-60, about half of the 
ordinary business came from first- 
through-fifth-year men. In the five- 
year period before the start of the first 
manpower campaign, first-through- 
fifth-year men contributed only 29% 
of the total ordinary volume. Mr. Perry 
said that in addition to what the new 
men sell, they affect the old organi- 
zation by recapturing and maintaining 
enthusiasm among veterans. Also, new 
manpower develops and fosters agency 
pride—it gives growth to all because 
of the pride of being a winner in a 
winning agency. 

E. Leo Smith, Indianapolis, talked on 
the qualities that agents want in their 
general agents. General agents, he 
said, must teach their men to be 
good business men. 

“All of our men want to get ahead 
financially,” he pointed out. “But to- 
day’s needs and desires are so pressing 
that this is a real problem for the men 
just as it is for us. In my opinion as 
many men fail in our business as a 
result of living up to their best months 
as because of lack of sales ability. 
Worry over finances has caused more 
slumps than poor prospecting. It is our 
duty and obligation to know every 
man’s financial picture. The men ex- 
pect and welcome our help.” 

A number of individual and agency 
awards were presented. The New 
York-Copeland agency headed by Har- 
ry C. Copeland Jr., received the Pres- 
ident’s trophy. Runners-up were the 
Geist agency, Chicago; Los Angeles, 
Robert L. Woods, general agent; At- 
lanta, John R. Humphries, general 
agent, and the Lizotte agency in New- 
ark. 

Plaques for writing the highest per- 
centage of quota in their respective 
groups in the annual Quota Buster 
contest last November, and then de- 
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How ‘Giant Braiis' jtime 


Affect Management. 
Analyzed By Slater 


“The technological advances ; 
sented by electronic computers caniiuc! 
be imposed on our 3 
existing manager- 
ial systems and at- 
titudes without 
making far-reach- 













ing changes in lan 
our organiza- 5 alsc 
tional structures,” con 

lan 






Robert E. Slater, 
senior vice-presi- 
dent of John Han- 
cock, told the an- 
nual seminar on 
the effects of auto- 
mation on manage- 
ment of American Institute of Ban. 











Robert E. Slate * 
The form 












ing at Boston. puilding - 
Emphasizing that the value of eg, sonia 
puters depends on management, ypu larg 






Slater said that only now is the fy 
potential of data processing maching§’“*~ tre 
being realized. Computers will becgy pi", 
even more indispensable as busines hist 
continues to expand more and mop ional, “A 
rapidly, because electronic com ept of 

has become the best available me Levels 
of producing large volume informatin} five lev 
accurately and quickly. 


Problems For Management 























































The buil 
—The need for a reorientation dfprete baser 
management personnel. While ty fram’ 
management has been extremely alettfrioors. The 
to the affects of office automation mfstone with 
clerical personnel, Mr. Slater said, thefat ground | 
same efforts of orientation have no} Extensiv: 
been brought to bear on middle man-Jincluding < 
agement, and it is the managers who}using natu 
will be most affected by the contim-}plantings a 
ous changes of alteration and expefi-fwill be ps 
(CONTINUED ON PAGE 29) Aside fron 
Rar many offic 
livering at least 75% of this total }}or than pe 
the end of February, were presenteif use of spa 
to General Agents Clarence E. Pejeai} Building 
Cleveland, Walter S. Robbins, Bridge-} wired thr 
port, Conn., Marvin E. Sample, El Pas into the va 
and Robert B. Ritter Jr., Oakland, Cal }tiJe is used 
Manpower awards for recruitinglings are r 
and sales achievements of newly re pan type 
cruited representatives were given to lighting. 
Gordon S. Miller, Philadelphia, CarlF.} Construc 
Tagge, Houston, Walter S. Robbins}, year, 
Bridgeport, Conn., and Con Kelleher, 
Billings, Mont. The group insurance 
leadership award was presented ti 
the Jordan agency, Chicago. 


























LIFE AGENCY DIRECTOR 
$20,000 
An opening in one of the east’s largest 
and progressive companies calls for 
an experienced and well qualified can- 
didate. His duties will consist chiefly 
of recruiting and special projects. It 
is a Home Office role which calls for 


A&H SALES MANAGER 
$15,000 
Leading A&H company in Chicago area 
needs the experienced leader to as- 
sume role of national sales director. 
Will have backing of well organized 
sales promotion dept. 
Refer to Job +N-375 





PENSION CONSULTANT 
$9,000 

Large midwestern company is looking 
for a young man to assume an im- 
‘portant management role in fast de- 
veloping Pension Department. Must 
possess strong selling ability. 

Refer to Job #N-376 





a hard driving, imaginative man with 
a strong record of proven accomplish- 
ments. 

Refer to Job +N-374 





Send for our brochure, How We Operate. 
No obligation to register. 


330 South Wells Street 


HArrison 7-9040 


Chicago 64, Ill. 











LIFE AGENCY DIRECTOR 


$20,000 


A rapidly expanding New England com 
pany must have a high caliber Direc- 
tor with combination background. Wil 
head the Ordinary sales throughout 
country. Phenomenal growth of this 





company in last few years is Ut 


paralleled in their history. 


Refer to Job #:N-377 














pri! 15, gg 15, 1361 






re! Anltimore Life Moves 
miits to New $2 Million 
Ment tome Cffice Building 










: pALTIMORE—Baltimore Life has 
| leter wed into iis new home office build- 
«here in Mt. Royal Plaza, a midtown 

ances jeyelopment area. Total cost of the 
Uters Capel ycture—site, building and _land- 
will come to more than $2 








. company has won considerable 
“ue for its pioneering step of being 
wfirst private developer of urban 
land in the city. Baltimore 
‘wshas also said it is the first life in- 
company to build on urban 
wal land in the United States. 
| new building is situated on a 
,and one-half acre tract within 
'‘i.."-acre plaza, which contains the 
Merviand State Office Building, State 
ads Commission Building and the 
#h Regiment Armory. 
The form and appearance of the 
wilding were determined, in large 
easure, by the nature of modern in- 
e business procedures. For ex- 
large contiguous work areas 














ert E. Slater 
e of Bank. 


lue of com. mM 
ement, puran 




















¢ meal a laid out in response to a recent 
vill } ndustry trend in the direction of job 





hoadening—away from the _ tradi- 
ional, highly departmentalized con- 
ept of the past. 


able me Levels 

informating Five levels inside the building— 
Ithree floors above ground and a ground 
Hoor and basement—yield 65,000 gross 
cquare feet of work area. Each of the 
NS mustheithree main working floors provides 
if manage. 10,000 usable square feet. Over-all ef- 
benefit dfriciency of the structure is 74%. 

; The building has a reinforced con- 
ntation fcrete basement foundation, structural 
Nhile topictee] framework and cellular steel 
mely aletiifioors. The outside is faced with lime- 
mation on stone with granite panels for accent 
r said, thefat ground level. 

have nif Extensive landscaping is scheduled, 
ddle man-Jincluding a reflecting pool and patio 
agers whofusing natural stone, tree and shrub 
© continu-fplantings and a terrace garden. There 
1d expeti-fwill be parking space for 130 cars. 
29) Aside from its 6’x6’ module layout, 
many offices are divided by files rath- 
total byfer than permanent walls for efficient 
ae use of space. 
ae Building is fully air conditioned and 
“ nee wired throughout for piping music 
: Pasa into the various offices. Vinyl asbestos 
and, Cal tile is used on the floors, and the ceil- 
recruiting tings are made of the acoustic metal 
ewly te-fan type with recessed fluorescent 
given tohlighti 


a, CarlF.} Constructi , 
Robbins | cor ction took slightly more than 


Kelleher, en 
a, equitable Of lowa 
Names R. L. Boyd 


ented t 
Master Agency Builder 


Robert L. Boyd, Kokomo general 
agent of Equitable Life of Iowa, has 
been named that 
company’s master 
agency builder for 
1961, the highest 
honor which the 
company annually 
awards to one of 
its general agents. 
Attainment of 
the designation is 
on pre-emi- 
hence in organiza- 
tion, production, 
conservation, aver- 
age size policy and 
other major factors of agency building. 
The son of the late Lowell T. Boyd, 
; company’s Kokomo general agent 
je 29 years, he joined his father in 
939 as an agent there. 































R. L. Boyd 
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Baltimore Life’s 
new home office 
building, the total 
cost of which when 
finished—s i t e, 
building and land- 
scaping—will be 
more than $2 mil- 
lion. Outside of 
building is faced 
with limestone 
with granite panels 
for accent at 
ground level. 


- Parking area will 


accommodate 130 cars. Building is laid out in a precise 6’x6’ module, meaning 


that a partition may be located at any multiple of six feet in either direction 
without disrupting lighting, air conditioning, electrical or telephone facilities. 





Life Insurers’ Reports 
Reflect Good Year 
CONSUMERS NATIONAL 


Consumers National Life reports a 
profit of $50,448 for 1960, its third 
year of operation. This compares with 
a deficit of $96,019 in 1959. Insurance 
in force reached $31,121,902 on Dec. 
31, compared to $25,936,532 a year 
earlier. Premium income increased to 
$708,293 from $602,639 in 1959. Total 
income from premiums and _ invest- 
ments was $904,932 against $724,066 
in the prior year. Assets increased 15% 
to $2,713,051 at year end, compared ‘to 
$2,362,996 a year earlier, and surplus 
rose to $935,051 from $904,263. 


FIRST NATIONAL RE 
First National Re of Indianapolis 
reported assets of $1,336,285 in 1960, 
an increase of 102%. The company was 
organized in late 1959 and exclusively 
reinsures life and A&S. 


NORTH AMERICAN L.&C. 

Sales of North American L.&C. in 
1960 amounted to $178,965,000, a gain 
of 15%, and insurance in force was 
$1,033,401,127, up 9.4%. A&S sales were 
up 7.7%. Premium income amounted 
to $19,265,000 for a gain of 12%, and 
assets increased 14% to $44,495,958. 


Standard Security Of N.Y. 
Seeks SEC Registration Of 


Common Stock Subscription 


Standard Security Life of New York 
filed a statement with the Securities 
& Exchange Commission seeking reg- 
istration of 162,000 shares of common 
stock, which it proposes to offer for 
subscription by stockholders of com- 
mon stock and class A stock on the 
basis of two shares for each five 
shares held. 

SEC said, “No underwriting is in- 
volved. Nine directors have agreed to 
purchase any shares not subscribed to 
(in addition to shares purchasable by 
them pursuant to the rights offering). 

“The net proceeds from the stock 
sale will be added to general funds. 
Substantially all of the proceeds will 
be invested initially in income pro- 
ducing securities and, thereafter, will 
be used to finance the company’s op- 
erations, set up proper reserves for 
business to be written, expand agency 
operations and increase business. 

“The company has outstanding 150,- 
000 shares of class A and 255,000 
shares of common stock,” SEC reported. 


American Mutual Life of Des Moines 
set new records in March. Submit- 
ted business was the largest ever, with 
a 24% gain over March of last year. 
Paid-for ordinary also set a new rec- 
ord and was 21% greater. The com- 
pany is showing a 9% gain in paid 
ordinary life for the first three months 
of this year. 


N. C. Mutual Gives Ghana 
An Economic Helping Hand 

North Carolina Mutual Life has em- 
ployed Victor Maafo of Ghana for a 
two-year period in which Mr. Maafo 
will study the operations of the Dur- 
ham-based company. North Carolina 
Mutual has extended the opportunity 
to Mr. Maafo, who plans to establish 
a life insurance company in Ghana, 
in an effort to assist in the economic 
development of that country. 


Occidental Of Cal. 
Buys $1.7 Million 
EDP System For HO 


Occidental of California has pur- 
chased a $1.7 million electronic data 
processing system for home office in- 
stallation. 

The new equipment includes a fully- 
transistorized IBM 7070. solid state 
computer, three IBM 1401 computers, 
three high-speed printers, eight mag- 
netic tape units, and six high speed 
card handling units. The system will 
replace two IBM 650 systems now 
operating 14 hours a day. 


Plan Data Processing Center 


Upon completion of the first building 
in the company’s new Occidental Cen- 
ter complex in January, 1963, a data 
processing center will be installed to 
accommodate the new equipment. 
While some of the components will be 
installed this summer, delivery of the 
7070 will coincide with the completion 
of the new building. 

Four years ago, Occidental became 
the first life company to issue insur- 
ance policies electronically. 





N OW RENEWAL GUARANTY CORPORATION 


ANNOUNCES 4 NEW EXCLUSIVE BENEFITS ON 
RENEWAL COMMISSION 


1. Long term repayment plan 
2. Interest on unpaid balance only 
No service fee or commission charge 


Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $100,000. We are presently doing business with over 80 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over ten million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 





3. 
4. 


For complete, confidential information on 
this exclusive service, please call or write 
Renewal Guaranty Corporation 


2323 First National Bank Building © Phone TAbor 5-2254 
Denver 2, Colorado 


' SPECIALIZED FINANCING SERVICE FOR LIFE UNDERWRITERS” 

















RENEWAL GUARANTY CORPORATION N 
2323 First National Bank Bidg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 
NOT obligated in any way. 


RGC’s President, 
John H. Weber, 
has been a member 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 years. 
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ences, to some degree, call reluctance, 
he said. Consequently, it is not so much 


Suffering From Call Reluctance? 
Psychologist’s Rx: Capitalize On Fear ic 


For those who are suffering from a nel psychologists and industrial engi- ‘i 
persistent case of call reluctance—a neers, said that some will argue that Fearful Or Anxious 
tendency to avoid making sales con- call reluctance stems from a lack of Why is a person call reluctant? An 
tacts, whether in person or by tele- drive, a lack of aggressiveness, a lack individual avoids calls because he is 
phone—a Denver psychologist has the of guts, a lack of self-confidence or a fearful or anxious—and the anxiety 
following remedy: Capitalize on that lack of will-power. Actually, however, is great enough that it causes him to 
fear and turn it into an asset. call reluctance is an indication of some- direct his efforts away from calls 
Speaking before a meeting of Col- thing present, not a lack of something, rather than toward calls, Mr. Merrill 
orado Assn. of Life Underwriters, Da- Mr. Merrill suggested. stated. Naturally, all call reluctant per- 
vid W. Merrill, of Reynolds, Merrill, Probably every individual who’s sons will go to great lengths to prove 
Brunson & Associates, Denver person- ever been in a sales position experi- that they aren’t anxious, aren’t fear- 


The successful 
general insurance man 


keeps this 


TRUMP CARD 












in his wallet 


EXCELLENT PROSPECTS that can mean added income for you 
are in your files right now. Many of your present accounts should 
be interested in Business Life Insurance Plans. And a specialist 
from the Business Planning Department of your local A‘tna Life 
General Agency will call on them with you regarding this high- 
commission business. He will help give valuable service to your 
clients. He will increase commissions for you. 







Enjoy added profits. Put the advanced underwriting services of 
Etna Life to work. Check your files for prospects — today. 


ETNA LIFE 


INSURANCE COMPANY 


Hartford 15, Connecticut 
Affiliates: 7Etna Casualty and Surety Company 





Standard Fire Insurance Company ¢ The Excelsior Life, Canada 
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ful. And the smarter the a ent j wi 
more fantastic the rational zation «cure 
come. ; 

There is no reason to b2 afrs 


rssi0 i. 


















this fear, the speaker advi:ed, R, of 
it is a matter of what the agent th 
with his fear that makes the gap"”” she 
ence between the outstanding man ins 
man and the call reluctan: faily oo 









the fear can be reduced by y 
successful, personally gratifying , 
the man will rise to the top; ig, 
tend to increase the fear, that 
will inevitably leave the busing 
















Capitalize On Fear 


Capitalize on fear, Mr. Merril] » 
One can’t eliminate fear, so m sion fo! 
work. Situations invariably wil] oi, 
that are shot through with 
pressure, frustration—and whe, 
salesman learns to live with this 
when he, in other words, stops 
ning away from fear but accepts 
that man will make a good living fl 
a salesman. 

How to harness this fear? ]t jf, 
























mistake to attempt to use will p Life, 
Everything ever learned in psych a 28( 
points out that when an_ indiy 557 
tries to rationally or logically . Ne 


or hide his fear, he is more than Ii mer sale 
to get himself into even more ¢ 
culty. The trick is to use a ¢gq, 
amount of reasonableness to release; 
fear and make it go to work inj 
right direction. 
Mr. Merrill said it might be ug 
to think of fear as success fuel, 7 
fuel, however, has one peculiar ¢ 
acteristic: It can’t be stored. It m 
be used as it is generated. Some f 
can be put in a tank and used, 
when needed. But success fuel m 
be burned as soon as it is produg 
The agent cannot do this by siti 
at his desk and trying to burn it, 
if he tries to store it, avoiding t 
dencies will increase and his call 
luctance will begin to show. 




































































The speaker warned his listen ‘ncePts 
that if the increased activity still ag! collee 
not burn off all the fear generated, Primer 
matter how hard the salesman wor to offset 1 
he must face up to the fact that p education 

foundatic 


haps he is in the wrong busines,§°°. 
a sort of side-note, Mr. Merrill g "2 ™ ¢ 


marked that those who recognize { Commi 
value of the presence of fear ng Hedges, ! 
never be concerned about introduc William 
any more—there is plenty of fearg enneth 
the business already and it is om: Bucha 
necessary to utilize what’s there, | ¥- Cowe 

Berkeley 
Not Easy Work of Wisco 


The agent must realize that ‘§ ican Coll 
very nature of his work produ sity of O 
fear. It is not easy work. It has li of Conn 
of conflicts. It is basically a commigican Ins 
sion business and that is reason enowg Universi 
to generate a feeling of insecurity.j Pennsylv 

The agent must realize that he cag Universi 
sell everyone. No matter how good Texas; C 
salesman he is, he is bound to # Vérsity o 
turned down now and then. Indiana 
agents simply can’t face this situati Gregg, . 
or haven’t faced it early enough # member. 
their training. 

The agent should not avoid Bankers 
fact that his job is difficult, Mr. Me Montclc 
rill stated. If he accepts this fact, Sih 
can deal with it. If an accountant # clair Sta 
anxious at his job for one reason § ai ene 
another, his doctor may tell him “eo Prceh 
get out on the golf course and bw in Monts 
off some of that anxiety; if an ag Bankers 
gets anxious, he can burn it off evél meeting 


— 
ESIG 





tHe KLOPP co. 
10th & Douglas - Omaha, Nebr. - 342-4 
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he a-ent j 


orking. This i 
onal zation pl py working. This is one reason 


insurance selling is an ideal pro- 





to be afr. g to training programs, Mr. 











sg ed. R said they should be oriented 
- € agent q the fear reduction objective. 
kes the lift man should have an understanding 
Standing an insurance salesman’s job; he 





ctan: faily 
ced by 





‘ust know what it is he is supposed 














1900-Share Subscription 
gouthland Life of Dallas has filed 
". Merrill ysl, the Securities & Exchange Com- 
ar, SO mMakMicion for registration of 80,000 shares 
ably wil] + common stock which it proposes to 
_ With tengliwer for subscription by stockholders 
and when iM the basis of one new share for each 

With this ive shares held. 

rds, stops nl The record date, subscription price 
ut accepts if..g underwriting terms will be sup- 
800d livingfiieg by amendment. Southland, SEC 
aid, recently acquired some 44% of 
fear? It ifn outstanding common stock of Caro- 
1S€ Will powhing Life, and has a contract to pur- 
1 in psych p 280,602 additional shares, or 
an_ indivi 55% of Carolina’s outstanding 













some 





ically ¢ tock. Net proceeds of Southland’s 
ore than lifltock sale will be applied toward the 
“1 More diff wrehase of this remaining Carolina 
use a ceri 


S to releag# soythland has 400,000 shares of capi- 
> work in iia! stock outstanding. 


ight be tl me Members Of AAUTI 







ess fuel, fj 
a ii Committee On Curriculums 
4: Sal 1 Members of a special committee on 






§ urricular concepts of American Assn. 
of University Teachers of Insurance 
have been appointed. The committee 
sug was established at the association’s 
« ,Mannual meeting in St. Louis in De- 
avoiding tg “ember to develop a statement to in- 
d his call ; form college administrators, commit- 
ow. tees, and teachers about curricular 
his _listenay concepts for the future development 
vity still ag f college-level insurance education. 
generated, Primary purpose of the committee is 
esman wor ‘0 offset the down-grading of insurance 
education that is implied in various 
‘foundation studies of business educa- 
F tion in colleges. 
Committee members include J. E. 











d it is on 
Os taal W. Cowee, University of California at 
Berkeley; V. A. Gaumnitz, University 
of Wisconsin; H. C. Graebner, Amer- 
ze that tg ican College; Mark R. Green, Univer- 
rk produ sity of Oregon; David Ivry, University 
. It has kg Of Connecticut; H. J. Loman, Amer- 
y a comm¥ican Institute; J. D. Long, Indiana 
~ason enouy University; Dan McGill, University of 
insecurity. J Pennsylvania; A. M. Weimer, Indiana 
that he cag University; J. A. White, University of 
how goodg Texas; C. Arthur Williams Jr., Uni- 
yund to g@ versity of Minnesota; Walter Williams, 


then. May Indiana University; and Davis W. 
ris situatiaj Gregg, American College, ex-officio 
- enough # Member. 


avoid 14 Bankers National Co-Sponsors 


t, Mr. Me ; 
his fact, 4 Montclair State College Meeting 
suntant ge ers National Life and Mont- 


» renee clair State College have for the fourth 
tell him @¥°@" Co-sponsored the annual break- 
e and bit fast round table at the college campus 
‘f an agey 2 Montclair, N. J. John D. Brundage, 
t off evel ers National president, at the 
meeting presented the company’s an- 
nual leadership award to Clarence E. 
Hinchey, superintendent of Montclair 
schools, for his outstanding work in 
Public education. Mr. Brundage also 
announced that Bankers National will 
again Present cash awards to out- 

ding mathematics students in each 


of the three upper classes of four local 
high schools. 











- 342-499: 
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to be doing. If one is anxious because 
of not knowing what it is one is sup- 
posed to do, then it’s a little hard to 
do something to be active. 

The trainee needs _ performance 
standards established realistically. A 
man needs to know if he is producing 
up to average expectations. The in- 
surance industry has certain stand- 
ards, Mr. Merrill noted. A man can 
look at his paycheck and to a certain 
extent tell how active he’s been in 
his work. But, on the other hand, 
there’s nothing wrong with having 
standards that have to do with how 


many turndowns he should expect. 
He should be able to say, “I’m not 
having any more turndowns than the 
average man.” 


Steady Effort Is Important 


Probably the most important factor 
for fear reduction, the speaker, sug- 
gested, is steady effort and regular 
work habits. Too many agents have 
a couple of good days and then take 
the next few days off. They then find 
it extremely difficult to start up the 
calls again. The individual who goes 
roller-coastering up and down like 
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this will figure out pretty soon that 
there are easier ways to make a living. 

Mr. Merrill said he had a few im- 
plications for the industry to consider. 
Not all individuals can learn to deal 
productively with fear in sales situa- 
tions. Plenty of people will never learn 
to do this, and these people simply 
should not be in the insurance busi- 
ness as salesmen. As for those who 
say, “I’ve never been afraid and I 
never will be”—these people are liv- 
ing in a dream world. Everyone expe- 
riences fear and this fear must be 
dealt with. 





sneer 
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Ix LESS TIME than it takes to drink 
a cup of coffee, The Man from 
Manhattan often comes up with the an- 
swer to problems like yours. Give him the facts 
of the case—then he’ll go to work for you. 

With 55 policies and 18 riders, not count- 
ing the sub-standard versions, you'll be sur- 
prised at the sales-closing combinations The 
Man from Manhattan develops every day of 
the week. That’s his business. 

For instance, he can offer Term on Term, 
such as a Level Term Rider on an Annual 
Renewable Term policy . . . He has Modified 
2 and 5 to issue age 65, and a number of 
riders to issue age 64 . . . Then there’s up to 
$50,000 low cost insurance on a wife under 
the Family Member Rider, with or without 
children included, and issued standard or sub- 


THE MANHATTAN LIFE 4 


(A Coffee Break with The Man from Manhattan 





standard . .. How about reducing premiums? 
O.K., he has that, too, in the best-selling 
Whole Life Reducing Premium policy, and 
if there are any class-rated sub-standard extra 
premiums they drop twice (10% each time), 
same as the regular premium . . . Here’s an- 


other one: even though a policy (including 
Term) is issued sub-standard, dividends may 
be used to purchase paid-up additional in- 

surance at standard rates. We could go on 
and on but... . 

Why not phone The Man from Manhattan 
and set up a Coffee Break? It will pay you to 
get the whole story from him, including 
Group Life. 










Over $1,500,000,000 ¥*3 of Insurance in Force 


Te 


INSURANCE COMPANY 


of NEW YorK, 


Home Office: 111 West 57th Street 


New York 19, N. Y. 
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IBM 1401 Installed In 
Aetna Life Home Office 


Aetna Life has purchased and in- 

stalled in its home office a $250,000 

data processing system, the IBM 1401, 

an all-transistorized system featuring 

high-speed processing and printing of 

information from both magnetic tape 
and punch cards. 

The system absorbs information 

equal to that in the 1,000 pages of the 

novel, “Gone With the Wind,” in 70 

seconds, and can reprint it in an hour. 

The 1401 will be used mainly to speed 
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the processing of data for more com- 
plex computers used by Aetna Life. 

One important function of the 1041, 
which will be used by the group divi- 
sion, will be the preparation and print- 
ing of claim information and other 
statistics in connection with the two 
large federal employe health insurance 
programs being administered by Aetna 
Life. 


To Speak At Cal. Assn. Annual 
Jordan Olivar, assistant manager of 

Mutual of New York at Beverly Hills 

and head football coach at Yale, will 


be the featured speaker at California 
Assn. of Life Underwriters’ 1961 con- 
vention. He will speak June 23 at the 
Santa Barbara Biltmore Hotel. He is a 
CLU. Other speakers scheduled to ad- 
dress the meeting include NALU Pres- 
ident William E. North of New York 
Life, Evanston, Ill., and Lester O. 
Schriver, executive vice-president of 
the national association. 

New business of Homesteaders Life 
of Des Moines in March was 80.7% 
over March, 1960. First quarter sales 
increased 90.3%. 








| 
| 
of course. 
| 





own standards. 


communities. 
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W. deV. Washburn 
President, AMERICAN HEALTH INSURANCE CORPORATION 


A Personal Message to Life Underwriters 
Seeking a More Rewarding Career 
with Health and Life Insurance 


Our only concern as health insurance specialists is to do the best possible 
job for our policyowners and agents in health insurance. More is involved than 


just policy provisions, rates and commissions. This we have known right along, 


As a company engaged from the start in this specialized underwriting in its 
own right, we have a sureness of effort and attitude of service in health 

insurance, and we enjoy and are grateful for our well-earned reputation for 
integrity. The secret ingredient of inner confidence helps each of our agents 
succeed, of course. He knows he will deliver the promises he makes to others, 


with a special kind of service. 


Life and Health Insurance go together. We believe that if you are a 
life man interested in moving ahead in a sound, secure career you should take a 
good look at American Health—an insurer that specializes in this single type of 
coverage, with a very high growth potential for you. It will help you set your 


Health insurance can harm you or help you in a life insurance career. 
As a result of specializing, we believe we understand the problems of this business 
in general, and those of the agent or general agent in particular. We believe we 
know just a little more about how you—a life agent—can better employ health 


insurance as a tool in your career accomplishment. 


At American Health there is always room for carefully selected agents 
who intend to move ahead, and who have deserved, good reputations in their 


If these ideas make sense to you, we would be glad to tell you more. 
Why not check a little further into the American Health Story? 


W. deV. Washburn 
President 


AMERICAN HEALTH 


INSURANCE CORPORATION 
300 St. Paul Place, Baltimore 2, Md. 








April 15, ‘ 






California Agents Bac 
‘Step-Licensing’ Bill 


SACRAMENTO—A “step-licensiah 
bill introduced in the current seguml 
of the California legislature wij 
strongly supported by California 
of Life Underwriters. 

The legislation would require 
life and disability licensees to 
second, more difficult examina, 
during the last year of their first 4 
year licensing periods. Failure to », 
the second examination would put 4 
individual out of business. 

A companion bill, also introduceg 
the request of CALU, would eng 4 
issuance of certificates of convenie 

Other CALU-sponsored bills inp 
duced included those which would gi! 
the model NAIC anti-discrimings, 
statute to the unfair practices agt 
California; repeal the provision tha, 
person licensed or named on a jg 
firm license may not also be licenwif, 
as an individual producer; specify ¢ 
to be entitled to have a group disabjji 
policy issued to it, an association mia He si 
have been formed and continuo 
maintained for purposes other { 
insurance; specify that to be entity, 
to a group life policy, a trade assoni 
tion must have been formed and em 
tinuously maintained for p 
other than insurance; establish op 
trols on the use of franchise or who 
sale life insurance plans, now withoy 
any control or definition in the (gj. 
fornia code; provide that limited par, 
nerships, unincorporated associati 2 
and non-profit corporations are py 
eligible to receive a life insurer; E 
license unless each member there PR | 
holds an individual license; extend th 
anti-coercion section of the code t ( 
prohibit a lending institution from 
quiring that insurance be placed wit 
a particular company as a condition t 
a loan; provide that persons license 
as securities salesmen or brokers ma 
not also be licensed by the commission. 
er as insurance producers; and om 
that would eliminate the present r 
quirement that producers be individ. 
ually licensed for each company wit 
which they are authorized to transac 
business. 

In addition to the CALU sponsor 
legislation, the directors voted opposi 
tion to several bills designed to eni f 
private competition in the disability 
field. Also opposed was legislation in- 
creasing the amount of group credii 
insurance from the present $10,000 t ; 
$20,000, and a measure to permit thaRelaxing 
issuance of group life insurance to a-{ . . frien 
sociations dedicated to the problems dng seryj 
the aged. The latter bill was defeate 
last session by CALU. 4IBUSIN 

In other CALU news, the board ha 
voted to press for an increase in duepuperb fe 
at the June convention. Two maja 
committees, in independent report PERS« 
told the directors that additional revePonventic 
nue was mandatory to the contiNléibaction of 
growth and accomplishment of tht, Directo: 
group. 

Jules L. Routbort, Penn Mutual Lif 
San Francisco, and treasurer of tht 
association, speaking for the finanet 
and executive committees, said CALI] 9, », 
stands at another major cross-roa 
and asked the board to determine whit Te 
avenue it desires to travel. DWNED ANt 

President Earle L. Patten, N 
England Life, Fresno, delayed approvgs $22 
ing the treasurer’s report until i 
special planning committee made 
report. This body was also for the due 
increase, although one member, Jatt 
O’Neil, Provident Mutual, Los 
and president of that city’s associati0 
dissented. Mr. O’Neil argued instead i 
an across the board reduction in 
activities. 
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_ LIA Give General 


[pproval To Housing 
il. Object To Part 


WASHING TON—The general objec- 
. of the administration’s housing 
1] were supported by American Life 
nvention and Life Insurance Assn. 
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a, a ica at a hearing of the hous- 
‘ examina subcommittee of the Senate bank- 
heir first and currency committee, although 
ailure to g *ALC-LIA spokesman questioned 
vould put § , wisdom of proposed 40-year, no- 





h, iqn-payment home loans and FHA 





wy interest loans for rental and coop- 
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R. Manning Brown Jr., vice-presi- 
ent in charge of real estate and mort- 
ase loans of New York Life and 
‘airman of the joint ALC-LIA com- 
nittee on housing and mortgage loans, 
sr expressing general support of the 
i], said that the associations were 
abious about the 40-year, no-down- 
,ayment loans set out in title I of the 
i]. He said a threat of heavy defaults 
ind substantial losses to FHA would 

ult from the long period that would 
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ase in duepuperb facilities for 20 to 500 persons. 
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— ‘onvention- trained staff under the di- 
ection of John W. Tyler, Vice President 
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elapse before the mortgagor had any 
real equity in the property. 

Without opposing a proposal for low 
interest insured loans for rental and 
cooperative housing for lower income 
families, Mr. Brown questioned the 
desirability of identifying the program 
with FHA and FNMA. He also ques- 
tioned the wisdom of certain provi- 
sions in the bill that would permit the 
FHA commissioner to pay FHA in- 
surance claims in cash rather than in 
debentures and to provide new author- 
ity to insure mortgages on housing in- 
corporating new and untried materials 
and methods, as well as sections which 
would extend and expand the VA di- 
rect loan program. 


Gerber Warns Against 
Stock Promotion Fraud 


The Illinois department has warned 
residents of the state to be on the alert 
for illegal stock promotion schemes 
involving the sale of pre-incorporation 
subscriptions for raising funds to form 
a business corporation. 

Director Gerber said persons are be- 
ing induced to purchase these sub- 
scriptions under the pretense that the 
new corporation is being formed to es- 
tablish a new insurance company or 
to buy the charter of an inactive in- 
surer. Control of the sale of pre-in- 
corporation subscriptions in a corpora- 
tion other than an insurance company 
is not within the jurisdiction of the in- 
surance department, he pointed out. 

He said the public is being deluded 
into believing they are buying a direct 
interest in an insurance company 
which has complied with the law re- 
lating to the organization, when, in 
fact, they are not. If the person or com- 
pany selling the subscriptions is unable 
to produce a written authorization 
from the insurance department for the 
sale of subscriptions, it is safe to as- 
sume it is not an interest in an insurer 
which is being sold, he warned, adding 
that if it is an insurance security, then 
it is being sold illegally. 


IRS Changes Approach To 
Employe-Stockholder A&S 


Premiums Paid By Company 

Whether an employe-stockholder of 
a corporation may exclude from his 
gross income any health insurance 
premiums paid by the corporation will 
depend on the facts in each case, a 
spokesman for Internal Revenue Serv- 
ice has told THE NATIONAL UNDER- 
WRITER. 

In 1960, IRS listed areas in which it 
would no longer issue blanket rulings, 
but would treat individually each 
situation within any of the prescribed 
areas. The policy recently was 
amended to include an employe-stock- 
holder’s health insurance premiums 
paid by his corporation. 

The spokesman said if an employe- 
stockholder thinks he is entitled to ex- 
clude such premiums from gross in- 
come, he may so claim on his tax re- 
turn or query IRS in advance. IRS 
will investigate the claim for exclusion, 
perhaps even have an auditor check 
the situation, and decide each case in- 
dividually. 


Columbus Health & Life 
Group Elects John Revel 


The newly organized Columbus (O.) 
Health & Life Assn. has elected John 
Revel, Ohio State Life, president. 

Other officers are Max Clemons, 
Mutual Benefit H.&A., vice-president; 
J. W. Didion, Nationwide Mutual, sec- 
retary, and Ruth Shackart, Globe As- 
surance, treasurer. 


Agent Who Won Award 
From Client On Loss 
Of Case Is Reversed 


ALBANY—tThe court of appeals, 
New York’s top tribunal, has affirmed 
by a 4 to 3 vote the appellate division’s 
reversal of a jury award to an agent 
who sued a client for switching a case 
to another agent after the first agent 
had worked up a complete presenta- 
tion on the assumption that he would 
write the case if it were written. 

The plaintiff-appellant is Merril P. 


‘ 12 months’ record of 
J. N. Metropulos* 

& Associates, 

Park Ridge, Illinois 


e First Year Paid 
Premiums $316,537.60 


e New A&S Premiums 
$116,647 


e New Life Volume 
$7,268,051 


e 45 full time 
representatives 


e Earnings in six figures 


*Joined All American 
September, 1953 
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Arden, general agent in New York for 
National Life of Vermont but at the 
time an agent of Connecticut Mutual 
Life in New York. Defendants-re- 
spondents are Richard Freydberg et al. 


Russon Mass. Mutual Man Of Year 

John M. Russon, Los Angeles, has 
been named man of the year by Mas- 
sachusetts Mutual. Mr. Russon, whose 
1960 ordinary sales totaled $2.6 mil- 
lion on 100 lives, has had annual ordi- 
nary production exceeding $1 million 
in each of the past 14 years. 


YOU DESERVE 
TO OWN YOUR 
OWN BUSINESS 
NOT JUST 
RENT IT! 


John N. Metropulos, Agency Builder, 
All American Life & Casualty Company, 
believes in this philosophy 


All American believes you 
should have VESTED 
interest in your renewals 
... you should receive a 
GREATER percentage of 
renewal commissions for a 
job of QUALITY production 
...you should be awarded 
a GREATER percentage of 
commissions for LARGER 
production. 


Learn how you can own 
your own business as a 
member of the All 
American team. Write 
today: E. E. Ballard, 
President. 


ALL AMERICAN 


Ae & Cosualty Company 


505 PARK PLACE e ALL AMERICAN BLDG. 
PARK RIDGE, ILLINOIS 



























Changes In The Field 


Connecticut Mutual Life 

Leo A. Gansmiller, general agent at 
Garden City, N.Y., has been trans- 
ferred to San Francisco to succeed 
Edward H. Dieckhoff who has retired. 
Mr. Gansmiller, a CLU, has been a 
supervisor at New York. 

Dennis F. Mullane, supervisor at 
Garden City, has been named Mr. 


Gansmiller’s successor. Mr. Mullane, a 
CLU, is program chairman of the 
Nassau County CLU chapter anda 
governor of Nassau County Life Under- 
writers Assn. 


Great Southern Life 


New managers are Lloyd V. Clark 
at Tulsa and Dexter Walker at Bir- 
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mingham. Mr. Clark has been with 
Prudential, and Mr. Walker was home 
office agency manager and training 
director of Protective Life of Birming- 
ham. 


Occidental Of California 


New assistant regional group man- 
agers are Royal F. Dedrick at Newark 
and Eric C. Stelter at Salt Lake City. 

Transferred from the home office 
are Harman D. Harrold, from training 
to a group office at Los Angeles; 
Richard L. Golden, from training to 
another Los Angeles group office; and 





Why so many 





THE V.V.P. PLAN * 


brokers prefer 


Apri! 15, 









Larkin E. James, from ai Citing 
San Francisco as group service re 
sentative. Richard J. Eskoff has 
appointed group service representa: 
at Chicago. 
Robert M. Benson has been gif... peen 
pointed assistant manager at Evap : 
Ill. He has been assistant an; 
there for Lutheran Brotherhood, 


Midland Mutuai 
































John W. Sinnott 
has been appointed 
general agent at 
Waterloo. He has 
been assistant 
manager there for 
Metropolitan Life. 
He is a director of 
Waterloo Assn. of 
Life Underwriters. 
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John W. 


Southland Life 


William J. Crawford, field assigi 
has been appointed assistant man 
of the Pool agency _of_ Abilene, 7 
and he will serve at Odessa, Tex, © 


National Life Of Ver 


Howard K. Hol- 
laday, district 
agent, with offices 
at Augusta, Savan- 
nah and Charles- 
ton, for the Dillon 
general agency at 
Atlanta, has been 
named general 


Wir | 


€ for 12 ye 
Life Inst 


agent at Boston. 
He is a life mem- 
ber of Million 
Dollar Round Ta- 
ble. 


Norma 
supervis 

] 
fice ther 






Howard K. Holladay 





from 


Great-West Life 


* “VERY VALUABLE PERSONS” DISABILITY INCOME PLAN 


Great-West Life’s V.V.P. Plan offers a Company long-term disability benefits for 
key personnel unable to work due to’sickness or accident. The plan is underwritten 
on a Group basis, and is therefore less costly. Depending on salary and the number 
of key people insured, income benefits up to $750 a month are guaranteed . . .to 
age 65 in case of accident, and for 5 or 10 years, or to age 65 in case of sickness. 
Companies with as few as 10 employees may obtain this coverage for their key 
personnel. 


Great-West Life has many other advantages too! Here are the most important ... 
a wide range of quality contracts; rates that win sales; personal, attentive service 
on every contract; liberal commissions; complete co-operation and open-minded 
assistance from Head Office; plus the fact that Great-West is firmly established as 
one of the most experienced leaders in brokerage business. 


Take advantage of this service today. Call or write your nearest Great-West Life 
Office for complete information. 





The Great-West Life Assurance Company 


HEAD OFFICE - WINNIPEG, CANADA 







Liberty National Life 


James R. Crawford, associate ma be gee 
ager at Columbus, Ga., has bea land, wi 
named district manager at Fitzgeralij cently c 
Ga. the co} 

managen 

Paul Revere-Mass. Protective} =?" 

7 general 
Grover E. Blakeg Baltimor 





regional training been Ww 
supervisor of th} York Lif 
southern sales r 
gion, has been a 
pointed genera 
agent at Columbia 
S. C. He has beet# been nar 
district manager dj ana. He 
State Farm Life? South B 
Nashville. 


Grover E. Blake 


Prudential 
John R. Jameson has been appoinie 
manager and Robert T. Clemens divi: 
sion manager at Cedar Rapids. Mr 
Jameson has been associate m 
there, and he succeeds Les B 


who has retired. Mr. Clemens has 
division manager at White Bear, Mim 


John Hancock 


John E. Finnegan, group representa 
tive at Philadelphia, has been Pr 
moted to group manager there to sut 





ceed Ernest J. Wolcott, who has Leona: 
transferred in the same capacity manager 
the New York group office. Mr. W pany’s { 


cott has been a group representative] 7, has | 
at Syracuse and Boston and gr yoy fo, 
manager at Norfolk. . | Vious is 

Charles Bekos, group representatiN} rectly 9 
at Boston, has been appointed gro 
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m arditi snager a. Columbia, S. C. He has 
> Service rept, in the group claim department in 
uskoff has Micago anci New York. 

e repr esentas James R. Hallstrom, who has been 


the Chicago group annuity office, 
has been Mf. heen named manager of the Miami 
ser at Evan moup annuity office. 


istant an: 

therhvod, Ohio National 
Appointed gen- 
al agents are 
Bradley L. Warne- 
de at Wayne, 
Clifford L. 
snderscheid at 
Falls, S.D.; 
Wilbur F. 
at South 
pond. Mr. Warne- 
sunde has been an 
at at ‘Winside, 
* and Mr. La- 


gall has been with 
iy ae National B. L. Warnemunde 
















utual 








C. L. Manderscheid 












Wilbur F. Lawall 


for 12 years. He is president of Indiana 
Life Insurance Leaders Club. 


Crown Life 

Norman D. Lange, district group 
supervisor at Baltimore, has been ap- 
pointed manager of a new group of- 
fice there. 


ird K. 
be Pilot Life 


| Life = 
ci William F. More- 
- beel land, who has re- 
t Fitzge cently completed 


I the company’s 
management train- 
| + fing program, has 
rotective been appointed 

general agent at 
er E. Blakes Baltimore. He has 
1 training been with New 
isor of thi York Life. 


n sales William F. Moreland 
as been ap 
genera Woodmen A.&lL. 


t Columbial Frank L. Pierce of South Bend has 
le has beet] been named manager for central Indi- 
manager dj ana. He has been with Prudential at 
arm Life d{ South Bend. 


le. 
: Manhattan Life 


L. George Bish- 
op, brokerage 
manager, at Pasa- 
dena, has been 
named general 
agent at San Diego. 
He was with Zur- 
ich-American mul- 
tiple line group as 
a group represen- 
tative at Los An- 

geles, Fresno, and 
presenta} |. George Bishop Dallas. 














Lincoln National, N.Y. 
Leonard A. Kahn has been appointed 





ay manager at Garden City, the com- 
asentall ad first agency on Long Island. 
od oe le has been assistant manager at New 

York for Equitable Society. In a pre- 
— Vious issue; he was reported inccr- 


ed grou “UY as having been appointed by 





Nelson W. Doland, and Victor J. Muel- George Carr group manager of a new of claim payments, dividends, annui- 
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Lincoln National of Fort Wayne, which Ky., Joseph T. Kennedy Sr., Bristol, been with Prudential and Western 













































owns the New York insurer. Tenn.; James H. Price and Ralph S. Bankers Life, and Mr. Carr has been 
Lewis, Jackson, Tenn.; John H. Pack, regional group manager at Seattle. 
it Li land, T . E. hiflet, 
Mutual Benefit Life Cleveland, Tenn.; E. Lenwood Shiflet,  -QuTHLAND SECURITY LIFE has 


Churchville, Va., and Billy R. Williams, 


Greeneville, Tenn. named Gordon W. Allison a _ vice- 


president and director of the Arkansas 
LINCOLN LIBERTY LIFE has agency. 


named John G. Rynd a district man- 

ager at the Houston agency. SECURITY AMERICAN LIFE— 
Joseph D. Hautz and William L. Fow- 

ler have been appointed regional sales 

directors, with headquarters at Nor- 

folk. Both men were formerly with 

Constellation Life. 


Gordon E. Stens- 
gard has been ap- 
pointed general 
agent of a new 
general agency at 
Bismarck, N. D., 
where he has been 
‘an agent for 
Northwestern Mu- 
tual. 


KENTUCKY HOME MUTUAL LIFE 
—Robert M. Cook, most recently a 
general agent for Pan-American Life, 
has been appointed manager of the 
Louisville agency. TENNESSEE LIFE has appointed 

Dan E. Wagner manager of a new 
Gordon E. Stensgard PACIFIC FIDELITY LIFE has agency at Houston. He has been with 
named Myron I. Specht, former gen- Acacia Mutual there. 


eral agent for Security Mutual Life 
Oe ees pn eg of New York at Los Angeles, manager CITIZENS NATIONAL LIFE has 
manager at Rochester, responsible there. appointed Roy L. McKenzie district 
for southeastern Minnesota. He has Tinea: dein dae manager at Grand Rapids, Mich. 
: : ife. _e 

ee ee named John DeLeon and G. B. Serrill Pru 1960 Benefits $1,510,000,000 

APPALACHIAN NATIONAL LIFE general agents at San Jose, Cal., and Benefits paid by Prudential in the 
has appointed the following general Minneapolis, respectively. United States and Canada during 1960 
agents: Roland D. West, Crawfords- totaled $1,510,000,000, of which more 
ville, Ind.; Charles E. Hawthorne, PACIFIC NATIONAL has appointed than $1 billion went to living policy- 
Rogersville, Tenn.; John T. Pearce III, Sy Wallace ordinary manager and holders. The total includes all types 








ler, Norfolk; George E. Coldiron, Neon, branch at Seattle. Mr. Wallace has ties and other benefits. 
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When you stop to think... 
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... don’t forget to start again. At National Life, 


we believe our business is not so much in keeping 


| 


up with others, as in keeping ahead of ourselves. 
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THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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Martin Aronowitz 
Fort Worth, Tex. 


Edward P. Ashy 


Ralph E. Ardiff 
Port Arthur, Tex. 


Irving R. Aaronson 
Salem, Mass. 


New York, N. Y. 


goer 


Wyatt D. Cates 
Louisville, Ky. 


John B. Castelli 


John S. Catanzaro 
Hoboken, N. J. i 


Niles, Il. 


Rene A. Carroll 
New Bedfora, Mass. 


Samuel L. Felix 
Chicago, III. 


Otto Felix 
Skokie, III. 


Jerome J. Falbo 
Peekskill, N. Y. 


Mehdi Fakharzadeh 
New York, N. Y. 


Members of 


Metropolitan Millionaires Club 


for 1960 


Metropolitan Life 
INSURANCE COMPANY 


1 Madison Avenue 
New York, N. Y. 
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Joe Mangiaforte 
Carbondale, Ill. 


Joseph C. Paimeri 
Buffalo, N. Y. 


Milton Rotenberg 
Quincy, Mass. 


Peter L. Thomas 
Chicago, Ill. 


Henry F. B. Martin 
Silver Spring, Md. 


John A. Pelliccio 
Englewood, N. J. 


Elmer C. Rumrill 
Herkimer, N. Y. 


Oscar Trachtenberg 
Brooklyn, N. Y. 


- A 


ee 


Patrick F. McAuliffe © Raymond G. McDonald 


Stamford, Conn. 


David Periman 
New York, N. Y. 


Arthur Russell 
Irvington, N. J. 


Melvin C. Trammell 
Pomona, Calif. 


Brooklyn, N. Y. 


Ernest A. Piirto 
Ishpeming, Mich. 


Dominick S. Russo 
Schenectady, N. Y. 


Michael Troiano 
Boston, Mass. 


Donald G. Audette 
New Bedford, Mass. 


David E. Cohen 
Charleston, S. C. 


Arnold Ferber 
Killeen, Tex. 
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Warren Melchert 
Maquoketa, lowa 


Jack A. Pirrie 
Nashville, Tenn. 


Bernard Salinger 
Morristown, N. J. 


Nicholas F. Troiano 
Chicopee, Mass. 


Brooklyn, N. 


Bernard Cohencious 
Bridgeton, N. J. 


» 


Alphonse N. a 


Newark, N. J. 


Edward A. Hyndman 
Vice-President 


President 


New York, N. Y. 


Joseph “79 


Harry Beck 
Union City, N. J. 


Clarence H. Cook 


Phoenix, Ariz. 


Ivan B. Fisher 
Miami, Fla. 


Mobile, Ala. 


vA 


Frank 0. Marlowe 


Boston, Mass. 


Secretary 


D. Dean Mesnard 
Decatur, Ill. 


Charles Plax 
St. Louis, Mo. 


F 


Fred A. Sandler 
Miami, Fla. 


Vincent Vento 
St. Louis, Mo. 


Quincy, Mass. 


Treasurer 
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Frank J. Messier 
Manchester, N. H. 


Arthur J. Pohle 
Cleveland, Ohio 


Wesley J. Sayer 
Rochester, N. H. 


\ Louis A. Verlin 
Philadelphia, Pa. 


Samuel A. Berkman 
Willimantic, Conn. 


Irving Corr 
Scranton, Pa. 


James J. Flaxman 
Chicago, III. 


Huston R. Hall 
Oklahoma City, Okla. 


George H. Johnston 
Chicago, Ill. 


Wade R. Milam 
LaGrange, Ga. 


Bob L. Polite 
Homestead, Fla. 


Frank Scancarella 
Hackensack, N. J. 


William D. Vernon 
Plant City, Fla. 





reall 
Samuel L. Birnbaum No 
Irvington, N. J. 


Arthur E. Damhorst 
St. Louis, Mo. 


Bert M. Fleischman 
Oak Park, Ill. 


tod 


Arnold C. Harris 
Philadelphia, Pa. 


Moe W. Jose hson 
Yonkers, N. Y. 


Daniel Miller 
Miami, Fla. 


Samuel D. Pyle 
Pottstown, Pa. 


Donald A. Schano 
Oshkosh, Wis. 


Monte Weiss 
B.W: 
Laetroit, Mich. Francisco, ¢ 


Be 
a 


Louis E. Brody 
Brooklyn, N. Y. 


Boro Benjamin Brazina 
Geld Calif. Philadelphia, Pa. 


Irving H. Diamond 


Frank De Stefano 
i i Haddonfield, N. J. 


Laks Jb og Milwaukee, Wis. 


Roy Forman 
El Paso, Tex. 


George A. Fortier 


4 Boston, Mass. 


fgg Greta, Le. 


Elmer J. Holt 


ler Clifford E. Hoedebecke 
aod Oak Hill, W. Va. 


Granite City, Ill. 


Arthur A. Kempton, Jr. 


Victor ices 
Miami, 


Brooklyn, N. Y. 


Patrick M. Mucci 


R. Morris Richard F. Mulvey 
lle, Fla. Paterson, N. J. N.Y. 


New York, 


Robert E. Real 


Raisman Kenneth L. Raulston 
i Crenshaw, Calif. 


oronto, Ont. Knoxville, Tenn. 


David Pf 


Bg Guy G. Scott James Self J. D. Slater 


Va. Columbus, Ga. 


Noel L. Welsh 
Tulsa, Okla. 


? Monte Weiss 
So 


Murfreesboro, Tenn. 


Melvin T. Brooks 
Portsmouth, Va. 


John F. DiCicco 
Brockton, Mass. 


Benjamin Frauwirth 


Washington, D. C. 


Billy R. Hood 
» Augusta, Ga. 


pom F. LaBarber 
Niagara Falls, N. Y. 


Dorothy Murphy 
Troy, N. Y. 


Silvio Resciniti 
Jamaica, N. Y. 


Samuel Small 
Camden, N. J. 


Raymond J. W 
Hammond, td 


William P. Bubash 


Philip B. Burns 
Oak Forest, II1. 


Jamaica, N. Y. 


Paul T. Diefenderfer 


Leo D. 
Reading, Pa. Nashville, Tenn. 


Albert Freeman 
Philadelphia, Pa. 


Aldo Gabinelli 
Ansonia, Conn. 


Harold J. Hutton C. Jack Isaacson 
Sacramento, Calif. River Forest, Il. 


George S. Lee 
New Haven, Conn. 


Antonio J. Lawrence 
New Bedford, Mass. 


Victor Mushabec Jean-Louis Nadeau 


Brooklyn, N. Y. 


James R. Riccelli 


John P. Reilly 
Greenwich, Conn. 


Hollywood, Fla. 


Abraham Smith 
Valley Stream, N. Y. 


rove Spat 
Chicago, | 


Maynard L. Wheeler 
East Aurora, N. Y. 


Portsmouth Va 


Drummondville, Que. 


Salvatore F. Calabro 
New York, N. Y. 


John J. D’Orio 
Warren, Ohio 


Stephen P. Gall 
New York, N. Y. 


Samuel B. Iseberg 
Elgin, Ill. 


Simon Lewis 
Los Angeles, Calif. 


Edward Neri 
Chicago, Ill. 


Calvin D. Richards 
Miami, Fla. 


Paul Sperlin 
New York, N. Y. 


William Wolfe 
Flushing, N. Y. 


Philip Cameron 


Hen’ $s. Capps 
Detroit, Mich. te P 


Fayetteville, N. C. 


Patrick J. Durkin 


Roger DuFresne 
Glendale, Calif. 


Montreal, Que. 


Harold N. Garfield 
Lynn, Mass. 


Jack Golden 
Philadelphia, Pa. 


Harold Jackson 
Houston, Tex. 


Bernard Jacques 
Montreal, Que. 


wport, R. I. Monterey, Calif. 


Bernard F. Norman 
over, N. H. Haverhill, Mass. 


in Joseph Riley 


Benjam ikelma 
New York, N. Y. Taunton, Mass. 


John Stallard 


L. Leo Steinfeld 
Steubenville, Ohio i 


Leonard Yanow 


Henry Yorio 
, Pa. Brooklyn, N. Y. 


V. Charles Ohanesian 


Los Angeles, Calif. 


Antonio P. Capuano 
West Warwick, R. |. 


Robert Escott 
Portchester, N. Y. 


Harry an 
Jersey City, N 


Charles Jaffe 
Rochester, N. Y. 


— M. Livingston Gordon W. Lundeen John T. MacDou 


Hempstead, 


Thomas J. O'Reilly 


San Francisco, Calif. 


Albert A. Rodecki 
Gardner, Mass. 


Timothy J. Sullivan 
Lawrence, Mass. 


Arthur J. Zewert 
Ansonia, Conn. 


A. Earl Carr 
St. Louis, Mo. 


David Escovitz 
Pittsburgh, Pa. 


William Gulino 
Paterson, N. J. 


Joseph Johnson 
Mileouiee. Wis. 


William |. Page 
Washington, D.C. 


Thomas B. Rosser 
Dyersburg, Tenn. 


Otis L. Taylor 
Orlando, Fla. 


Allen E. Zola 
New York, N. Y. 
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Metropolitan Life 

Dr. Paul I. Robinson, medical direc- 
tor, has been appointed chief medical 
succeed 
who 
years with the company. 

Fred Ulmer, 3rd vice-president, has 
been appointed 2nd vice-president in 
group insurance. He joined the com- 
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Home Office Changes 


pany in 1913 and was named assistant 
vice-president in 1951. 


American General 


Alf M. Firing, formerly group sales 
manager at Pittsburgh of the affiliated 
Knights Life, has been appointed di- 
rector of group sales. Before going 
with the American General group, he 


William P. 
after 35 


Dr. 


has retired 


was with Washington National and 
Provident L.&A. 


Occidental Of California 


Raymond C. Evans has been pro- 


moted to assistant to the director of 


group service, and Robert M. Facteau 
and Donald E. Glick are new senior 
group service representatives at the 
home office. 


Citizens Life Of New York 


Dr. Harry Ungerleider has been ap- 
pointed medical director. He remains 





The Question Is... 


Are you selling Business Life Insurance to your commercial clients ? 
Are you protecting the future growth and stability of firms you insure? 


Loss of a sole proprietor, partner, president or key executive can force a firm 
out of business. Business Life helps such firms by providing funds when 


they are most needed. 


The Employers’ Life has a new Business Insurance program designed to give you 
the facts you need to sell this profitable line. You get the best in sales aids, too... 
use of an audio-visual set pointing out the need for Business Life ...a new manual 


outlining the solution to your client’s need. 


Get all the facts now. Call your Life Manager today, 


“ or write to our agency department at the address below. 


INSURANCE COMPANY OF AMERICA 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 


EXECUTIVE OFFICE: 














“SERveEs/ YOU /FIRST” 


you ndependent 
Insurance if] [AGENT 
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I at 15, 
consulting medical director >f Now. basi: 
American Reassurance. In 1959, af time 
retired as director of medica! reseay, yolve t] 





of Equitable Society. 


New England Life 


Kenneth W. Mac- 
Whinney has been 
appointed director 
of agencies. He 
had been general 
agent at San Fran- 
cisco for John 
Hancock, for which 
he earlier was as- 
sociate general 
agent at Newark. 
He has been presi- 
dent of the Newark 
and San Francisco 
Life Underwriters 
associations, president and a foundery 
Northern New Jersey Life Super. sistant 
sors Assn., a director of Newark Ge,§ % “"° 
eral Agents & Managers Assn, ay 
vice-president of San Francisco Ge. 
eral Agents & Managers Assn. 






















K. W. MacWhinney 
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Southwestern Life 


Mac Roy Rasor 
public relation 
consultant at Aus. 
tin, has joined the Li 
company as publi 
relations direct, 
He has been exe. 
utive secretary of 
Texas Legal 
serve Officij 
Assn. for fig 
years. He has alg 
been with Busing 
Research Corp, 
vice-president, Ag 
sociated Press and newspapers in Aj 
tin and Fort Worth. 


JP. 
Orlando, 
writing 
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Mac Roy Rasor 


Minnesota Mutual 


George L. Glotzbach has been ap 
pointed group sales promotion man- 
ager. He was at the Los Angele 
regional group office. 


United States Life 


Lawrence J. Roe 
has been appointed 
assistant superin- 
tendent of agen- 
cies, A&H. He has 
been assistant 
manager of the 
A&H department 
of the Weghorn 
general lines 
agency at New 
York. Before that 
he was in the A&H 
department of 















: ; Lawrence J. Roe assistal 

Metropolitan Life. ini 

Pan-American Life that ca 
Joaquin V. Bird, former general 

manager at Havana, has been named Karl 

consultant for Latin American oper- ar. 

ations. He joined the company in 19%} Pany 4 

as a cashier at Havana, later becoming 

assistant manager there. 

‘ Will 

Royal Neighbors Recrdgs 

Charles D. Marshall Jr., Rock Island manag 

attorney, has been appointed assistant dentate 

general attorney, initially on a part of the 

of the 

: - tee of 
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ime basis He will eventually devote 
jj time io his position, which will 
Wvolve the society’s investments. 


Kansas City Life 

V ic e-president 
Louis Marks has 
retired after 25 
years with the 
company. His in- 
surance career 
started in 1920 
with the old Con- 
tinental Life of 
which he became 
secretary and a di- 
rector. He joined 
Kansas City Life 
when it acquired 
Continental in 
- He subsequently served as as- 
sistant controller, controller and, since 
1952, vice-president. 


Pacific Mutual 


Thomas L. Lowe has been appointed 
financial vice-president and A. N. 
Culling secretary. Mr. Lowe has been 
vice-president of mortgage loans and 
real estate, and Mr. Culling has been 
an assistant vice-president. 








T ipsis Marks 


Liberty National Life 
J. P. McMillan, district manager at 
Orlando, Fla., has been named under- 
writing supervisor for southern Flor- 





J. P. McMillan Frank C. Fowler 


ida. He has been district manager at 
Jacksonville. 

Frank C. Fowler, district manager at 
Fitagerald, Ga., has been promoted to 
agency superintendent. 


Boston Mutual Life 


Thomas P. O’Keefe, secretary, home 
office administration, has been elected 
secretary of the company. He joined 
Boston Mutual in 1946 and directed the 
methods and planning division for a 
number of years. 


American Bankers Of Miami 


Lillian Wierman has been elected an 
assistant secretary. She has been chief 
accountant and will also continue in 
that capacity. 


Praetorian Mutual 


Karl H. Kober has joined the com- 
pany as chief underwriter. 


Sun Life Of Baltimore 


William E. Wolfel, former assistant 
vice-president, has been elected secre- 
tary and comptroller. He has been 
manager of the accounting department, 
assistant secretary and was a member 
of the debit insurance committee and 
of the north Atlantic planning commit- 
tee of Life Office Management Assn. 

Martin E. Dannenberg, assistant 
Secretary, has been elected secretary, 
administration. He is a member of 
LOMA’s debit insurance committee. 

_ Joseph M. Didusch, who has been 
in the administration department since 
1946, has been appointed assistant 
director of administration. He is vice- 
chairman of the north Atlantic plan- 
ning committee of LOMA. 





LIFE INSURANCE EDITION 


UNITED AMERICAN LIFE has ap- 
pointed Calvert Hall agency vice- 
president. Mr. Hall, a CLU, has been 
field vice-president of Franklin Life 
and director of sales at Charlotte, N.C. 
Before that he was division manager 
of Prudential at Newark. 


EQUITY ANNUITY LIFE has pro- 
moted Winfred R. Sellers, assistant 
secretary and assistant treasurer, to 
secretary. 


KENTUCKY CENTRAL L.&A. has 
appointed Paul T. Carr executive vice- 
president and a member of the execu- 


tive committee. He has been a vice- 
president. David L. Brain Jr. has been 
named vice-president and director of 
ordinary agencies. He has been with 
Monumental Life of Baltimore. 


MICHIGAN LIFE has appointed 
J. K. Holman assistant manager of the 
bank service division. He has been 
general agent at Livonia, Mich. 


SUPREME LIFE of Chicago stock- 
holders have elected John F. Morning, 
vice-president and agency director, 
and Dr. Carlton B. Goodlett, Oakland 
physician and publisher of the San 
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Francisco Sun Reporter, to the board. 
John H. Johnson, a director, has been 
named to the executive committee. He 
is also publisher of Ebony magazine. 














Reports President's Month Business 
Paid-for business of Equitable of 
Iowa in March amounted to $20,494,- 
415. This was achieved during the an- 
nual president’s month campaign. 













Olympic National has begun $200,- 
000 construction of a new arcade and 
first floor exterior of its home office 
at Seattle. 




























Richard E. Pille, President. 


Robert M. Best, C.L.U. 
Vice President—Agencies. 


your nearest Security 





In your case...1s waiting... 


PROCRASTINATING ? 


Ever find yourself waiting for the right prospect to fit the coverage you can offer? 
Ever miss a really good sales prospect because you couldn't offer the coverage he wanted ? 


Security Mutual agents miss very few sales opportunities because they can offer complete 
coverage; complete coverage in Life, Non-Can, Sickness & Accident, Group and Pension Trust. 


Progressive training programs equip them to make best use of this complete coverage 
... help them do a bigger, better job; and their work is made 
easier by dynamic sales aids that really help them sell! 


You see, at Security Mutual we believe the success of our 
agents is the measure of 
our achievement as a company. 

We figure that’s worth your 


looking into. Contact 


Mutual General Agent 
for the facts 
... today! 
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SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 





your security our mutual responsibility 


B8IEXCHANGE STREET, 






BINGHAMTON, NEW YORK 
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L. Briggs, Southland Life, p resident, 


N or th Cen tr al LAA E yes Comm unications said in his report on national activities. 


Critics who say there are too many life 


(CONTINUED FROM PAGE 1) listening ordinarily would not cover jnsurance organizations should attend 
clared. Listening is a skill that is ac- more than a few seconds. a meeting of the association to ap- 
quired, it is not improved upon nat- Thomas F. Brown, Iowa Farm Bu- preciate its many activities for the 


urally and practice does not make per- reau Life, was elected chairman of the betterment of the business. All of its 
fect in this case. Listening is an ac- North Central Round Table, succeed- work is carried on by volunteer work- 
tive, not a passive process, and it takes ing Roland A. Jones, Kansas City ers without a paid staff, he pointed 
work and an expenditure of energy to Life. J. T. Watson, Bankers of Iowa, out. He urged attendance at the an- 
listen. Primitive natives in a part of was elected secretary-treasurer, Jack nual meeting at Dallas, Sept. 20-22. 
the Philippine Islands are able to re- Bailey, American United, became vice- Representatives of 25 companies 


tain between 20 to 30 minutes of con- chairman. 


having in excess of $36 billion insur- 


secutive listening material, but in Life Advertisers Assn. now has over ance in force were present at the meet- 
American society it is probable that 400 members from 225 companies, John ing, Mr. Jones reported. He presented 


ae 
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combined with ot 


(The first of ‘ three-part program: These ads, and others like them, will appear in these significant 
publications: TIME, LIFE, NEWSWEEK, U. S. NEWS & WORLD REPORT, HARPER'S and THE 
ATLANTIC, starting the first week in April — the 126th Anniversary of our founding.) 


BORN IN 1961... 


This series of ads might well be called the 
“fleeting years” campaign. Pictures and headlines 
point up the swift passage of time. Body copy de- 
livers specific facts about the financial opportuni- 
ties that life insurance provides. 

Insurance is presented in terms of immediate 
protection for a man’s family and as a financial way 
of life — a way of sending money ahead for the fu- 
ture. Because they are selective, these ads pinpoint 
our prospects. We can talk directly to the reader — 
and talk specifics! We can mention particular poli- 
cies and make definite life insurance proposals. 

In succeeding months we will show you our other 
campaigns and explain the thinking behind them. 


We believe that these campaigns offer agents un- 
usual follow-through opportunities. Also, we expect 
there’ll be the bonus of a few well-qualified leads 
coming in right along. And, most important, we’re 
confident that this advertising will interest our 
prospects on a broad scale in what life insurance 
can provide. 


NEW ENGLAND 
Muital LF E fae een 


BORN IN 1835 


April 15, 1s 








a mortar and pestle to Mr. kri 
behalf of the round table syrnoboliz 
the theme of the meeting, “Preso aim 
tion for Progress.” 


Play Is Presented 


“Sizzle or Fizzle,” a playlet tage nite 
by J. R. Wavada, Business Men’s ; 
surance, cleverly illustrated how 
promotion material should not be » 
pared. The cast included D. Gon. 
MacEachen, Gretchen Van Dyne, Ly» 
Owens and R. J. Stinson of 
City Life; Gene Dysart, Missouri § 
Credit Union, and W. M. Kruzan, Fywe 
rest T. Jones agency, Kansas 

Sales promotion ideas which proy 
to be flops were discussed by g ;poterest © 
Osborn, Ohio National; Richard Cham the st 
field, Continental Assurance, ang 
R. Wavada, Business Men’s Assuranp 
W. H. O’Brien, Standard Life of hep 
diana, gave the highlights of a spegy 
sales promotion campaign which hy 
been highly successful for his Company, 

Round table workshops drew detaily 
discussions on assigned subjects. Legg. 
ers were Floyd Lowe, National Tray. 
elers Life, incentive catalogs; 
Pease, Equitable of Iowa, ob 
field material from agents; F J t an 
O’Brien, Franklin Life, conventin spen 
planning; Mary Hickey, Northwesten = edice 
Mutual, employe and community re}. 
tions, and T. A. Yates, Bankers Lif between 
of Nebraska, budgeting adv ital 
Each gave a recap of their discussions hosp 
to the entire meeting. 


Discuss Promotion Pieces Mr. N 


A “town hall” on specific types ¢ industry 
promotion pieces included T. F. Brown, § utting | 
Iowa Farm Bureau Life; R. S. Hag of the as 
man, Northwestern Mutual; J. T. Wat. § !t must : 
son, Bankers of Iowa; and Chris Fins. nership ' 
ness, Northwestern National. give ove 

Entertainment at a luncheon ws rising c 
furnished by the Kansas City Life 
home office chorus. O. D. Welch, vice. Senate 
president and director of public re. Ins 
tions, introduced the group. Hosts ata Up 
social hour preceding the dinner wer} Thoug 
Business Men’s Assurance, Kansas specific 
City Life, and Old American. The 19 § several 
meeting will be held in April at De} that the 


































































































Moines. opoly su 
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Life Counsel Association po Be 
Program Is Completed Sen. Do 
(CONTINUED FROM PAGE 1) hearing: 


to the jurisdiction of the International } fauver : 
Court of Justice excluded matters e } tee. H 
sentially within the domestic juris- | O’Maho 
diction of the United States “as de-§ vestigat 
termined by the United States of} One ‘ 
America.” The quoted words comprise | inquiry 
the Connally amendment. Their re | not yet 
peal is currently being widely dis- } life anc 
cussed in the American Bar Assn. and 
in the United States Senate. Lyman Termi 
N. Tondel Jr., New York City, will up- 
hold the affirmative, while David F.| Chair 
Maxwell, Philadelphia, will argue for 
the negative. 

subcom 


Passes $200 Million In Force 

Insurance in force of Reserve Life we & 
of Dallas passed the $200 million mark have b 
during March. This represents an in- preside 
crease of 19.7% over the in-force fig- 
ure on Jan. 1, 1960. Business in the commit 
first two months of 1961 increased dim 


13.9%. pow 
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Lenard E. Goodfarb, F.S.A. Insurai 


Consulting Actuary 
Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 67014 
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a Tian erney’s Mich. A&S 


ng, “Presqiudy Notes Danger 


) Private Industry 
ARBOR, MICH.—Whether the 
nited States remains the only large 
°ss Men's “a niry without compulsory insur- 
ye depends upon how it measures 
yin the next 10 years, Prof. Walter 
McNerney, director of University of 
shigan’s bureau of hospital admin- 
@ tion, said in a talk here. 
; ql Mr. McNerney has headed a three- 
or research study of hospital and 
edical care in Michigan and his final 
has been awaited with much 

















od te est due to the current controversy 
tichard & %, the state regarding proposed sub- 
ance, sntial rate increases for Michigan 







Bspital Service (Blue Cross) and 
Medical Service (Blue 










nment Is Anxious 


Organized groups and the govern- 

Mr. McNerney said, are high in 
the saddle these days, anxious about 
rapidly rising hospital and medical 
care costs and increasingly deter- 
mined to see that their money is well 
spent and that there are no conspicu- 
ous gaps in medical service. 

Medical care costs increased 51% 
petween 1947-49 and 1959, he said, 
and, according to his findings, while 
hospital costs skyrocketed 107%, doc- 
tors’ fees went up 44%; surgical fees 
25%; dental costs 34%, and drugs 21%. 

Mr. McNerney said the insurance 
industry must solve the problem of 
putting purchasing power in the hands 
of the aged, indigent, and unemployed. 
It must also work out controls in part- 
nership with doctors and hospitals that 
al. give overt assurance to the public that 
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icheon wa; ising costs are justified. 

City Lite ion 
Welch, vic. | Senate Committee To Take 
ubli P 
Hosts at Up Insurance Again 
linner wee Though no announcement of the 
ve, Kansas} specific subject matter is expected for 
n. The 192 § several weeks, it has been confirmed 
pril at Def that the Senate anti-trust and mon- 


opoly subcommittee will again take up 

its inquiry into insurance regulation 
tion and competition. With the retirement 

from the Senate of Sen. O’Mahoney, 
d Sen. Dodd will act as chairman for the 
GE 1) hearings when they resume. Sen. Ke- 
ternational | fauver is chairman of the subcommit- 
natters es | te. However, he designated Sen. 
Stic juris- | O'Mahoney to guide the previous in- 
2s “as de- | vestigation and hearings. 
States of} One topic suggested in the past for 
S comprise} inquiry which the subcommittee has 
Their re- | not yet taken up is credit coverage, 
idely dis- | life and A&S. 
Assn, and 
te. Lyman 
y, will up- 
David F. 
argue for 


Terminology Subcommittee 


Chairmen Are Appointed 


The chairmen and members of the 
subcommittees of the committee on 
health insurance terminology to work 
out definitions of the various terms 
used in the health insurance business 
have been appointed by E. J. Faulkner, 
president of Woodmen Accident & 
Life, who is chairman of the parent 
committee, a branch of the Commis- 
sion on Insurance Terminology of 
American Assn. of University Teach- 
ers of Insurance. 

irmen and their subcommittees 
. are Ralph Blanchard, retired professor 
of ce at Columbia University, 


———— | Perils; J. F. Follmann Jr., director of 
S.A information and research of Health 

ance Assn., contractual agree- 
: ments; J. Henry Smith, Equitable So- 
nia ciety, types of losses; Ardell T. Ev- 
pape érett, Prudential, basis of payment; 


Jarvis Farley, Massachusetts Indem- 
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nity & Life, types of benefits; O. D. 
Dickerson, Florida State University, 
continuance provisions, and R. F. Kil- 
lion, ‘Metropolitan Life, freedom to 
insure. 

Each subcommittee will draft defi- 
nitions for terms in its particular area, 
and these will then be considered for 
adoption by the full committee. 


Harmelin Agency Course ‘Prepares 


Brokers For N.Y. State Agents Exam 

The 129th class of the Harmelin 
agency of Continental Assurance at 
New York to prepare brokers for the 
New York State life agent’s examina- 
tion, May 18, will begin April 26. The 
course consists of five lectures and is 
conducted at 50 Church Street. In- 
structors are David R. Harmelin, gen- 
eral agent, and William Harmelin, su- 
pervisor. 





B. N. Woodson 


Too Many Are Buying 
Equities Who Should 
Avoid Them: Woodson 


President Benjamin N. Woodson of 
American General Life, in his talk at 


the New England 
sales congress in 
Boston, was sharp- 
ly critical of the 
current emphasis 
on equity invest- 
ing for the average 
man. He pointed 
out that even if 
they don’t invest 
in stocks at all, 


‘most people al- 


ready have a ma- 
jor share of their 
investment funds 


in equities, since the money put into 


pt a home or an automobile is an equity 


Milliman & Robertson, Pacific Coast 
consulting actuary, has opened an of- 
fice at Milwaukee, with Vice-president 
William A. Halvorson in charge. Wil- 
liam D. Smith has been promoted to 
vice-president, and he succeeds Mr. 
Halvorson at San Francisco. 
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The Advantages 
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investment, subject to the requirements 
of the real estate or used-car markets. 
Most people, said Mr. Woodson, have 
only a small amount in savings ac- 
counts and savings bonds. Their need 
is not to invest in equities but rather 
to put their money into investments 


i oe - 


PROVIDENT 





PENSION TRUST PLANS and... 
ADVANTAGES available from PROVIDENT 


Volume Savings 


Higher first-year cash values 
Low non-participating premiums 
Net conversion guarantees 
Continuation of insurance at retirement % 
-Automatic issue underwriting 
Individual policies or master contract 


coverage 


Complete disability income coverage 

High return on auxiliary investment funds # 
Complete range retirement income rates a 
One-Year term insurance 


‘ PROVIDENT LIFE e ACCIDENT ® SICKNESS 


HOSPITAL ® SURGICAL © MEDICAL 


state Sane” 6S 
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with a guaranteed return. Mr. Wood- 
son said it is a fallacy for a person to 
buy term insurance instead of perma- 
nent insurance on the theory that the 
saving in cost could be invested to 
produce a greater yield than would be 
received by investing in permanent 
life insurance. 

“That’s like renting a home or an 
automobile instead of buying one,” he 
commented. . 


Indianapolis Lite Women Set 
Date For Executives’ Night 

Life Insurance Women’s Assn. of 
Indianapolis will hold its annual ex- 
ecutives’ night at Indianapolis Ath- 
letic Club, April 18. There will be a 
cocktail party at 5:30, with dinner at 
6:30. Principal speaker will be John F. 
Mee, chairman and professor of man- 
agement of Indiana University. Home 
office executives and executives of 
local life agencies are traditionally 
honored at the gathering. Mrs. Mary 
Duckworth, Hoosier Farm Bureau 
agent and president of the women’s 
association, will preside, with the as- 
sistance of Marguerite Lamar, pro- 
gram chairman and a professor at 
Butler University. 


WITH 
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$30 Million Producer Gives Tips On Organization Of Time 


(CONTINUED FROM PAGE 2) 
found that if you can visualize a point 
for a client and break it down for him 
in figures he will understand you. He 
may not understand the exposition of 
a concent without some reliance on 
visual aids.” 

The agent, said Mr. Goldberg, 
shouldn’t assume that what the client 
is asking for is necessarily the right 
thing for him, or the thing he really 
wants to see. A principal in a close 


corporation with a substantial number 
of employes to be covered in a pension 
plan may do much better personally 
under a deferred compensation ar- 
rangement, where he can single him- 
self out for preferential treatment. 
Show him both plans—and let him 
decide how he wants to allocate his 
dollars. 

In other situations, where a pension 
plan could legitimately include only a 
few people, a pension might do the 


job better than deferred compensa- 
tion. “Leave yourself flexible to adjust 
to the client’s real needs,” said Mr. 
Goldberg. “If you come up with a dol- 
lar-saving idea you will be the hero.” 


Work With Lawyer, Accountant 


The agent should work effectively 
with the lawyer and the accountant. 
As often as not, the real person who 
has to be sold is the client’s lawyer or 
accountant—usually the latter, where 
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business programing is invol:ed, 
is an extremely delicate rel tions: 
The agent has to know enov zh tg 
the information across to the aceg 
ant, yet not display so muc. know 
edge as to upstage him. 

If the accountant senses that 
agent is passing the ball tc him, } 
will pick it up, make an impression 
his client and will have rapport y 
the agent. “But if you put him on 
defensive, where he has to pit 
knowledge against yours, you're 
goner, even if you do win the battle 
wits,” Mr. Goldberg warned, % 
client may be momentarily impresy 
by your knowledge, but in the eng; 
will be guided by those profesgignJ 
people who have an intimate day 
day relationship with him.” 


Don’t Intrude On Lawyer 


Where the lawyer is concerned, fy 
agent must likewise be able to wR 
with him, accepting the role of helpe 
Intruding in his area of competen) 
will not only alienate him but it’s g, 
illegal and unethical. Nevertheless, {j 
agent can generally assume that f; 
lawyer isn’t a specialist in busing 
insurance and therefore a ready met, 
od for communicating knowledge ;, 
him must be found, while still pe. 
mitting him to take the lead. 

Mr. Goldberg has found that prepa. 
ing a kit of sample instruments—clear 
so labeled and containing the usy 
warning that they are for illustratin 
only and not to be used—is a genuix 
help to the lawyer and impressive t; 
the client. It’s true that many cop. 
panies put out sample agreements ani 
therefore it may seem expensive anj 
duplicative for the agent to do it hin. 
self. But the impact of a blue-backg 
instrument that looks like the rey 
thing and bearing the trade-mark of 
the agent’s own organization reinforces 
his stature as an expert in busines 
programing. 

“For relatively little expense,” said 
Mr. Goldberg, “you can adapt th 
sample instruments you find in tk 
company-issued booklets and _ hav 
them retyped on your own stationery 
The crux of the matter is not hov 
much money you can spend in é&. 
veloping this material; the crux of th 
matter is understanding its use, an 
being able to convey that understand 
ing to client, accountant and attorney 
alike.” 

Don’t be afraid of ideas, said Mr. 
Goldberg. It is often the new idea thal 
will forge an impression or clinch 
case for the agent. For example, Mr 
Goldberg moved into a pension cas 
where he found himself confronted 
with a host of competition. His pr- 
posal would have been just one mor 
proposal among many. So he took th 
position that the important thing wa 
to insure the integrity of the pension 
plan by making sure that, in the event 
of the death of any of several key mer, 
the corporation would not close its 
doors.‘'He wound up selling key-mat 
insurance and eventually got the pen- 
sion case as well. 


Arrives Mondays At 5 A.M. 


Discussing time organization, Mr 
Goldberg said that every Monday he’ 
in his office at 5 a.m. preparing his 
schedule for the week and checkit 
the material his staff has gotten up” 
connection with various cases. He 
makes neat piles of all the assignment 
to be made, labeling each by name, % 
that when the staff arrives sever 
hours later their work load is all prt 
pared for them. 

Mr. Goldberg’s calendar is alwajs 
set up at least a week in advanc 
His secretary is trained to allow 
enough time for appointments and 
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avoid situations in which he would 
have to &* from one end of the city to 

other on successive appointments. 
Each morning that he drives to the 
office, arrangements have been made 
for him to pick up one of his centers 
of influence. This provides an oppor- 
tunity for follow-up and conference 
with them without infringing on their 

iness day. If an appointment does 
not materialize, his car has a specially 
installed dictating machine that en- 
ables him to dictate on tape for an 


hour. F 

Mr. Goldberg’s formal day begins 
with an hour of dictation and/or 
meetings with specific staff members. 
By 11 a.m. he is off on his appointed 
rounds. It may be a meeting with a 
prospect at his office or in the agency. 
It may be a closing. It may be a meet- 
ing with a charity board on a chari- 
table endowment proposal. 

No believer in elaborate entertain- 
ment of clients, Mr. Goldberg has 
found that they value their time, and 
hence the coffee and sandwich lunch 
at the client’s office or the agency 
usually works out best. The day usual- 
ly ends with a late afternoon meeting 
generally without drinks, but after the 
pressure of the business day is over. 
Only rarely is there a dinner meeting. 


ten Are Named To 
Republic National Posts 


(CONTINUED FROM PAGE 4) 
N. Stanley of the actuarial division 
becomes assistant actuary of that di- 
vision. 

Malcolm D. Thomas, vice-president, 
underwriting, joins the reinsurance 
division as vice-president of the field 
organization, and Harry A. Nurnberg, 
who has been with the company since 
1958, will become assistant vice-pres- 
ident of reinsurance underwriting. New 
supervisor of reinsurance underwriting 
is William E. Hunt, who went with 
Republic National in 1956 as a junior 
underwriter. 

Jack Daniels, vice-president and 
manager of home office underwriting, 
becomes vice-president and _ under- 
writing division manager, and Mrs. 
Virginia Fox of thé reinsurance un- 
derwriting staff has been advanced to 
the newly created post of advanced 
underwriting specialist. 


Ill. A&S Sales Congress 
Set For Aurora April 29 


Scott Crozier, assistant vice-presi- 
dent of Mutual Benefit H.&A., will 
be keynote speaker at the annual 
meeting and sales congress April 29 
of Illinois Assn. of Health Underwrit- 
ers at Aurora. 

Also on the program will be Herbert 
C. Graebner, dean of American Col- 
lege of Life Underwriters, who will 
be the luncheon speaker, and G. 
Herbert True, marketing consultant. A 
panel moderated by Jack Olson, vice- 
president of Combined of Chicago, will 
discuss combining life and health sales, 
visual aids, packaging and franchise 
and association business. 


Eight Companies Join LOMA 


Membership in Life Office Manage- 
ment Assn. reached a record level, 
396 companies, with the addition of 
the following eight new companies: 
Government Personnel Mutual Life, 

Antonio; Great Northern Life, 
Fort Wayne; Kentucky Home Mutual 
Life, Louisville; Old National Insurance 
Houston; Standard Life of the South, 
Jackson, Miss.; Standard Security Life 
of New York, New York City; Unity 
Life Assurance, Sydney, Australia, and 
Wisconsin Life, Madison. 


LIFE INSURANCE EDITION 


Josephson Replies To 
Comments On Book 


‘(CONTINUED FROM PAGE 4) 
right about face and specifically per- 
mitted a company to depart from its 
regular pattern so long as the departure 
is according to size of policy. Could 
we possibly have a clearer illustration 
of how the size-makes-class theory, 
that underlines premiums graded by 
size, frustrated a supervisory authority 
in banning what it clearly admitted 
was discriminatory? 

And the same thing will frustrate 
the departments again and again. So 
long as size is construed to constitute 
“class,” it is predictable that the com- 
panies in their stepped up competition 
for larger policies, will soon sell the 
small buyer a practically stripped pol- 
icy at materially higher rates than 
they will charge the bigger buyer for 
a contract full of attractive provisions. 

We simply cannot have premium 
gradations, regardless of their math- 
ematical justification, without emas- 
culating the anti-discrimination laws, 
for the door that was opened for “size” 
will, and must, permit outrageous dis- 
crimination to walk through. And that 
is the essential point of my book. And 
that is why it should be accepted or 
rejected as an integrated philosophy 
rather than a series of isolated con- 
clusions for which a reader might 
cast a split ballot. 

“Discrimination” is published by 
Wesley Press, 157 East 57th Street, 
New York, at $5. 


Guardian Life Eases Rules 
On Change To Higher Rates 


Guardian Life has liberalized its pro- 
vision for changing policies issued pri- 
or to 1961 to a higher premium plan 
by extending to these policies the same 
conditions included in its new life and 
endowment forms. 

The new clause guarantees the right 
to change to a policy with a higher 
annual premium, provided the new 
policy is one regularly issued by the 
company and the change is made on 
or prior to the policy anniversary near- 
est the insured’s 60th birthday. If the 
change is made after that anniversary, 
the new policy must provide for at 
least 10 more years of premium pay- 
ments. 

In previous issues, the requirement 
of at least 10 premium payments on 
the new plan applied to all changes to 
higher premium plan. 
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Knights of Columbus 


More than one million, one hundred thousand members 


January 1, 1960 January 1, 1961 Increase 
4401 4605 204 

604 648 44 
1,102,827 1,133,243 30,416 
402,564 419,939 17,375 
700,263 713,304 13,041 
$913,176,024 $1,047,805,935 $134,629,911 
$155,486,599 $ 170,604,866 $ 15,118,267 
$140,189,151 $ 150,403,048 $ 10,213,987 
114.25% 115.19% 96% 


MORE THAN ONE BILLION DOLLARS INSURANCE IN FORCE 


Luke E. Hart 
Supreme Knight 


Columbus Plaza 
New Haven, Conn. 
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Editorial Comment 


A Step We Hope Some Company Will Take 


For years the search for a precision 
selection technique that would put the 
finger on the agent candidate with the 
real success potential has been carried 
on with a zeal not equalled since the 
alchemists of the Middle Ages were 
looking for the Philosopher’s Stone that 
would transmute base metals into gold. 
With few exceptions, none of which 
have achieved general recognition, the 
modern searchers have had little 
more luck finding their Philosopher’s 
Stone than the alchemists had in un- 
earthing theirs. 

But there seems to be increasing 
evidence that a combination of psy- 
chological and psychiatric techniques 
can be made to produce selection re- 
sults so superior to anything else 
available that it should be investigated 
further with a view to use in the life 
insurance business generally. 

Of course, if that is true, then why 
hasn’t this type of technique come into 
general use without any particular 
missionary work? The techniques in 
use in various cities have been pub- 
licized and discussed at managerial 
meetings. If the system is so good, why 
doesn’t everybody who knows about it 
latch on to it? 

One answer is a healthy skepticism. 
The system may work fine for those 
that are using it, but how do I know 
it will work for my agency? 

The technique with which we are 
most familiar, and the one thus far the 
most widely: publicized is the one 
pioneered by Charles E. Drimal, gen- 
eral agent in New York for Penn Mu- 
tual Life. It involves a three-man 
team—Mr. Drimal, Dr. Gerald F. Per- 
ry, a_ psychiatrist, and Herbert J. 
Freudenberger, Ph. D., a psychologist. 
The psychologist, using standard tests, 
obtains a vast amount of information 
about the candidate, which the psy- 
chiatrist uses as the basis for a depth 
interview. 

For the eight years ended Dec. 31, 
1960, that Mr. Drimal has been using 
the technique he had a total of 21 
recruits who were not tested by the 
psychiatrist and psychologist. Of the 
21, one is still in the business. He had 
a total of 30 recruits who were tested 


but not approved, but he hired them 
anyway. Four of them are still in the 
business. But of a total of 57 recruits 
who were tested and approved, 38 
were still in the business on Dec. 31. 
That’s a ratio of 68%. 

Why doesn’t a 68% retention ratio 
bring other agency heads and home 
office agency executives pounding on 
Mr. Drimal’s door to find out the 
secret? Mainly because they wonder if 
the technique would work anywhere 
near as well with another general 
agent, another psychologist and an- 
other psychiatrist. Incidentally, two 
other New York general agents are 
using these same professional advisers 
and getting results comparable with 
Mr. Drimal’s. 

It might be thought offhand that the 
way to resolve these doubts would be 
for LIAMA to use its research facili- 
ties. The gains to the industry if the 
Drimal-Perry-Freudenberger tech- 
nique should be found to be transfer- 
rable are well-nigh incalculable. As a 
matter of fact, as Dr. Perry mentioned 
in addressing the New York City Life 
Managers Assn. in March, LIAMA last 
year made quite a study of the possi- 
bility of testing the technique. It was 
to have been done by setting up 20 
teams trained by Dr. Perry and Mr. 
Freudenberger. 

LIAMA Director of Research 
S. Rains Wallace wrote to a couple of 
dozen leading companies outlining the 
proposal and asking them if they 
would be interested in cooperating in 
such a project and sharing the ex- 
pense, which would have run a little 
under $100,000. However, LIAMA had 
no great enthusiasm for the idea, as 
can be judged from this passage from 
Mr. Wallace’s letter: 

“Another thing that should be em- 
phasized is that I am not, in any sense, 
implying that the results of this study 
will give us the answer to our selec- 
tion problems. It is quite possible that 
the results will show that too little gain 
in predictive accuracy is obtained from 
this procedure to warrant the expense. 
In that case, I believe that we shall 
save the insurance industry a great 
deal of time, money, and trouble. Of 
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course, if the findings are positive, the 
gain to your company and the indus- 
try would be immediate and great. 
However, LIAMA is not prepared to 
guarantee or even anticipate that this 
will be the result. 

“Even if we do receive favorable re- 
plies from a sufficient number of com- 
panies, it may be that we shall find 
insuperable difficulties and have to 
abandon it. (For example, one large 
organization of clinical psychologists 
has already told us it would not coop- 
erate in a study of this kind.) How- 
ever, if enough companies are seri- 
ously interested we shall feel justi- 
fied in investing the time to see 
whether the project can be worked 
out.” 

If that sounds like asking a pros- 
pect, “You don’t want to buy any life 
insurance, do you?” it must be re- 
membered that LIAMA is in a pecu- 
liarly vulnerable position by reason of 
its inter-company character. It is con- 
stantly being bombarded with re- 
quests to validate this or that selection 
technique, some of which have about 
as much scientific basis as scrutiniz- 
ing tea-leaves or a sheep’s entrails. 
In even suggesting to members the 
possibility of incurring the expense of 
validating one of the more promising- 
looking systems, LIAMA’s manage- 
ment has to bear in mind that the ex- 
pense may well prove nothing except 
that the idea was no good. The posi- 
tion of a LIAMA research director 
who had touted a losing horse would 
hardly be an enviable one, especially 
if the touting had resulted in substan- 
tial bets being placed. 

In view of all this, it seems as if the 
way to get a broader test of the Dri- 
mal-Perry-Freudenberger technique is 
to forget about LIAMA and look to 
one or more individual companies. 
Even a single company with faith in 
the system could gain a great deal and 
prove a great deal, if it is true, as we 
believe, that a transferrable technique 
has been achieved. A single company’s 
management can do this and we hope 
that some company will. 

It’s not necessary to start com- 
pletely on faith, either. There are 
other ways of validating a technique 
besides conducting controlled experi- 
ments designed to achieve statistical 
credibility of results. For example, 
does impartial investigation of the 
technique itself indicate that what is 
revealed could account for the great 
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difference in turnover betw2en 
proved candidates 
and disapproved candidates? 

That is, when Dr. Perry intervie, 


candidates, is his remarkable suceapo™ 
in pinpointing the men with beg ff 








chances of success due mainly to his 
intuitive keen judgment in pi 
life agents—a judgment which is @, 
tirely apart from his psychiatric ski] 
and which perhaps not another Dy. 
chiatrist in a thousand might have? ¢ 
is it due to the application of standanj 
psychiatric techniques that any othe 
psychiatrist could learn with no dit. 







and unc pprovgfl™ 










ficulty and apply with almost equ” 


success? 
In this connection, 


another team using the Drimal-Perry. 
Freudenberger technique never ij 
better than half as well in imp 
turnover they would still produce a 
enormously profitable betterment ove 
the general run of selection system, 
in use. However, even making the may. 
imum reasonable allowance for ay 
presumed special personal abilities 


the D-P-F team, it seems incredihp §j 


that these qualities could account fo 
anywhere near 50% of the succes 
they have achieved. It seems reasop. 
able to suppose that at least 75% o 
their success is due to meticulous fol. 
lowing of the standardized technique 
they developed. 

In fact, our guess is that consider. 
ably more than 75% would be nearer 
the truth. Consider these facts: 

1. Only a small percentage of can- 
didates interviewed by the psychob. 
gist and psychiatrist are approved 
This means an extraordinarily larg 
number of original candidates ar 
needed, since of course the genera 
agency will screen out many without 
ever sending them to the professional 
advisers’ team. For one thing, they 
must score well on the LIAMA Apti- 
tude Index. All of this means that 
standard methods of high-volume r- 
cruiting must be used. It rules out the 
possibility that any part of the sys- 
tem’s success is due to having a super- 
select group of candidates to draw 
from. 

2. The psychological tests are all 
standard versions. They are impor- 
tant in eliciting a great amount of 
pertinent information in a short time. 
The information is passed along to the 
psychiatrist and makes possible 3 
much shorter interview than would 
otherwise be necessary. There is noth- 
ing “special” about the information 
that depends on intuitive “hunches” 
by the psychologist. 

3. A psychiatrist spends years per- 
fecting his technique and knowledge. 
He believes in them. It’s hardly rea- 
sonable to suppose that he would puta 
candidate through a thorough depth 
interview and then, disregard his find- 
ings, base his decision on_ intuitive 
judgment. It seems more sensible 


believe that Dr. Perry is correct whe? } Georgia 


he says that the techniques he usé 


can be used with equal success by} < 


other psychiatrists. 
There is mounting evidence thi 
what’s inside a salesman is of ff 
greater importance to his success thal 
anything that can be done in the wa 
of supervision or training. It seems 
only logical, then, to try to look inside 
the new man before hiring him and ® 


incidentally, i] 
should be remembered that even jf 
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t any othe F. Hatfield, manager North- 
vith no dit ft tern National Life’s pension and 


Imost equifi, department, has been appointed 

Minnesota tax commissioner by Gov. 
identally, 4 Jandersen. Confirmation by the senate 
nat even i fis expected. Mr. Hatfield has been 













‘imal-Peppy, granted @ leave of absence by North- 
never ; National. John S. Pillsbury Jr., 
ia di ent, termed the appointment a 
all duet gistinct honor.” Mr. Hatfield served 


as a member of the U.S. tax mission 
erment ove, Japan under the direction of Gen. 
10 systems MacArthur in 1939 and 1940. 
ng the max. Prior to that he was assistant profes- 
ce for any§sor of economics at the College of St. 
abilities ¢fThomas, and for three years before 





S incredible § joining Northwestern National he 
account fo, served @S director of tax research in 
the succes, the Minnesota tax department. 

-MS reason. 

ast 75% of h 

iculous fol. Deat Ss 

| techniques 

t consider. | DONALD A. W. BANGS, 50, former 


1 be nearer investment manager of Modern Wood- 


facts: men, died at Ev- 
ige of can-} anston, Ill. He 
2 psycholo. § started with Amer- 
approved, ican United Life 
arily larg in 1934 and for 10 
years was vice- 
resident in charge 
ne general of investments. He 
ny without} isined Modern 
professional | Woodmen in 1954 
thing, they} and held the in- 
AMA Apti-| vestment post until 
means that } 1956. 
volume re- 
les out they Mrs). ROBERT B. CRANE, whose 
of the sys husband is secretary of Life Insurance 
ng a super: Assn. of America, died at Montclair, 
5 to an N. J., of a heart attack. She was a for- 
mer member of the staff of the Mont- 
clair public library and headed the 
sts = all | children’s libraries at the Edgemont and 
are imp0l-{ Watchung public schools in Montclair 
amount of | for several years. 


lidates are 





Donald A. W. Bangs 


short time | DWIGHT STERETT, 72, retired di- 
long to the rector of Equitable Society’s agency 
possible é 


department, died at Montclair, N.J. 
nan would | He joined the company in 1909 and 
re is noth- retired in 1954. 


nformation 
“hunches” JOHN T. ROHM, 55, reinsurance 
vice-president of American United Life, 
cars os died of a heart attack. Before joining 
y' a American United in 1939, he was with 
knowledge. |the old American United Life of De- 
ardly rea troit which was acquired by American 
rould put a United. He became assistant secretary 
ugh depth} in 1940 and reinsurance vice-president 
d his find- | in 1947, 


— E. CODY LAIRD, 54, executive vice- 
sens us president and a director of Life of 
rect whel| Georgia, died unexpectedly at his 
s he usé}home in Atlanta. He was in charge 
success by} of the company’s district office build- 
Ing program and supervised the con- 
ence that} Suction of 72 branch buildings 
is of fat out the south over a 10-year 
conn a Period and was directing a committee 
3 making plans for a new home office 
n the Wa} pyij . 
tt . He was a member of the ex- 
seells| ecutive committee and chairman of 
ook inside} the agency and underwriting advisory 
‘im and t 








AALU Seeks Data On Replacement 
Situation From Members, Others 


Assn. of Advanced Life Underwriters 
has sent a questionnaire to all its mem- 
bers to get a cross- 
section of views on 
the replacement 
situation. The as- 
sociation would 
like to have an- 
swers also from 
others in the busi- 
ness, and to that 
end has permitted 
reproduction of the 
questionnaire in 
THE NATIONAL UN- 
DERWRITER. Read- 
ers wishing to co- 
operate in the survey should mark 
their answers and send the tear-sheets 
direct to Silverstein & Sherman, coun- 
sel and executive directors of AALU, 
1120 Connecticut Avenue, N.W., Wash- 
ington 6, D. C. and not to THE NaTIon- 
AL UNDERWRITER. 

The questionnaire was prepared by 
Harold Franklin, manager of Canada 
Life at Cleveland and president of 
AALU who stated that its purpose “is 
to obtain an objective survey of the 
replacement problem and to help us 
perform a service which is urgently 
needed at present.” It is anticipated 
that the replacement of insurance will 
be one of the subjects to be discussed 
at the annual convention of AALU at 
Chicago next month. 


Personal Data Sought 


Those answering the questionnaire 
are asked in the first section to state 
the major city of their marketing area, 
how long the respondent has sold life 
insurance, whether he is a career life 
agent, broker, unaffiliated, mixed 
(general and life), part time, manager 
or general agent, or other; whether a 
CLU, MDRT member, NALU member, 
holder of LUTC certificate; amount of 
ordinary production in 1960—under 
$400,000, $400,000 to $750,000, $750,- 
000 to $1 million, over $1 million; 
name of major company (this is op- 
tional). 

The remainder of the questionnaire 
is as follows: 

State insurance laws generally pro- 
vide: “No agent shall make represen- 
tations, misleading, or incomplete 
policy comparisons which have either 
the purpose of inducing or the ten- 
dency to induce a policyholder to re- 
place existing insurance with new in- 
surance.” 





Harold Franklin 


Unde- 
Yes No cided 
1. Do you consider ‘Replace- 
ment” a_ serious industry 
problem? 
(a) Is it a serious problem in 
your city? 
(b) Is it a serious problem to 
others in your agency? 
(c) Is it a serious problem to 
you? 
2. Have you encountered re- 
placement among your pol- 
icyholders? 





committees. 

He joined Life of Georgia in 1934 as 
advertising manager, was advanced to 
1st vice-president in 1939, became a 
member of the board in 1940 and ex- 
ecutive vice-president in 1952. He had 
wide interests in aviation and ama- 
teur sports, having served as chair- 
man of Georgia Aeronautics Advisory 
Board 1944-47 and as an official of 
U. S. Lawn Tennis Assn. During World 
War II he organized and directed op- 
erations of two contract flight schools 
for the air force. : 


~ 2 Unde- 
Yes No cided 
(a) Among “orphans” in your 
agency? —_ — a 
If yes: 


In general, who seems to institute replace- 

ment? 

a. ( ) Competing life insurance agents. 

b. ( ) Mutual fund or securities salesmen. 

ec. ( ) Client’s professional advisers. 

d. ( ) Dual-licensed insurance and securi- 

ties agents. 

( ) Other 

3. If you were asked to identify replacers in 
your area, could you specifically point to: 


a. ( ) Certain agents who seem to make 
replacement a general practice. 
b. ( ) Agents closely identified with a par- 


ticular agency or company. 

ce. ( ) Part-time agents. 

d. ( ) Agents licensed to sell both life in- 

surance and securities. 

4. If you encountered replacement, do you 
think a complaint lodged with any of ‘the 
following would help: 

Yes No Maybe 

a. With the replacer’s manag- 
er or general agent? 

b. With the replacer’s com- 
pany? 

c. With the insurance commissioner 
of your state? 

@. With management of your 

company? 

Do you think replacement 

of existing insurance is al- 

ways wrong? 

b. Have you ever found it 
advisable to suggest that a 
policyholder replace a pol- 
icy? 
in the same company? 
in a different company? 

c. If Yes: 

Did you obtain necessary information for 
your comparison from: 

( ) published statistical material? 

( ) the policy? 

( ) the issuing company? 

( ) other 

6. Where you have encountered replacement, 
what basic appeal was made to the policy- 
holder? 


| 
| 


a. ( ) Better net cost? 

b. ( ) Change to lower premium plan of 
insurance to increase protection? 

ec. ( ) More “modern” policy, including new 
features not available in the old 
policy? 

d. ( ) “Buy term and invest the difference”? 

e. ( ) To avoid transfer-for-value situations? 

f. ( ) To obtain necessary funds for a new 
minimum deposit policy? 

g. ( ) “Released” funds available for rein- 
vestment as a hedge against inflation? 

h. ( ) Other 


7. What is your approximate “persistency” 
ratio? ( ) under 70%? ( ) 70% - 80%? 
( ) 80% - 90%? ( ) above 90%? 

8. In 1960, how much of your client’s life 
insurance ‘‘went off the books” because of 
twisting or replacement? Volume———? 
Number of cases———? 

9. In general, the blame for “twisting and re- 
placement” has been placed on the uneth- 
ical practices of certain agents. Do you think 
that the life insurance companies have con- 
tributed to the problem by: 

a. ( ) Large growth in number of new 

companies? 

b. ( ) Large growth in number of new 

agencies and branches? 
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Contest for volume leadership among 
agents and companies? 

Extension of large group limits? 
Association groups? 

“Band rates” or premium discounts 
for volume? 

Lack of agent training and field de- 
velopment? 

High termination rate of new agents, 
thus creating unserviced policy- 
holders? 

Discrimination of old policyholders 
by issuing specials as loss leaders? 
Old non-par policies which do not re- 
flect current interest earnings and 
mortality savings? 


roe 
pa 
dij ices 


k. ( ) Issuance of high early year cash value 
policies? 

1. ( ) New policy provisions not available 
in old policies? 

m.( ) Dividend projections which project 
net costs never yet achieved by the 
issuing company? 

n. ( ) Other 





10. Do you think that the policyholder’s in- 
terests could be protected by new legisla- 
tion providing: 

a. ( ) Penalties inst un d persons 
who provide insurance advice? - 
Increased power in the hands of state 
insurance departments? 

Make agents liable for malpractice 

under treble damage laws? 

Make life insurance companies liable 

for actions of their agents under 

treble damage laws? 

Stricter licensing and establishment 

of professional standards for agents, 

similar to those required for lawyers 
and physicians? 

Uniform state insurance laws strictly 

governing conduct of agents and 

companies? 

Establishment of a federal fair trades 

commission governing the insurance 

industry? 

Immunity for insurance companies 

under federal anti-trust regulations 
where the purpose of the industry 
cooperation was to clear up unethical 
practices? 

Requirement that companies would 
not be permitted to pay any com- 

missions on any replaced insurance to 
new agent other than those that were 
still to be paid on the old policy? 

More severe penalties to the agent 

for failure to disclose that replace-~ 

ment is contemplated? 

) Requirements that ‘inspections’ must 
include questioning of applicant re- 
garding possible replacement? 

1. ( ) Other 
11. Do you think that the industry can solve 

this problem by: 


nN 





b. ( ) 


p 
~ 


° 
-~ 
- 





a. ( ) Closer cooperation between com- 
panies? 
b. ( ) Educational campaign, by sending all 


policyholders a standard brochure 
prepared by the industry? 
Educational advertising campaigns in 
newspapers and magazines? 
Other 
other 


~ 


c. ( 


da. ( ) 
12. Any 
sheet.) 


comments: (Attach separate 


Milwaukee Assn. of Life Insurance 
Cashiers has elected Mildred Clat- 
worthy, Mutual Benefit Life, president; 
Bernice Slusser, Mutual Benefit Life, 
vice-president; Rita Brandner, Old 
Line Life, secretary, and Elizabeth 
Rheineck, R. M. Forester & Associates, 
treasurer. 
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Howell, Prudential Executive, Comments On Josephson Book 


(CONTINUED FROM PAGE 4) 

least, cannot be assumed to vary in 
proportion to the size of the policy. 
This type of expense is sufficient in 
amount to warrant recognition in the 
dividends. The fact that the recognition 
must be approximate, leading to the 
use of arbitrary size “bands,” does not 
invalidate the principle involved. 


Does Raise A Problem 


Its recognition, however, does raise 
a problem. It is a very real one, and 
it is nonsense to pretend that it does 
not exist. The small policy is rarely 
sold in competition; the large one usu- 
ally is. The effect on surplus of div- 
idend payments on small and medium 
sized policies is considerable; on large 
policies it is slight because relatively 


few of them are sold. There will there- 
fore be a continual temptation to ex- 
aggerate the effect of policy expenses 
either directly on dividends or through 
the inclusion of attractive supplemen- 
tary features in the large policies. 
But to make a distinction in cost by 
size of policy is still equitably called 
for. Mr. Josephson is more familiar 
with the operation of the type of com- 
pany producing a high average policy. 
He is concerned with what he believes 
to be a discrimination against the 
holder of a small policy. In the absence 
of a size factor in dividends, he might 
equally well be concerned with dis- 
crimination against the holder of a 
large policy in a company issuing pre- 
dominantly small policies. Unlike a 
government, a life insurance company 
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cannot with impunity help the little 
man at the expense of the big man. 
Certainly the affluent are far more 
likely to bring suit for a dividend ac- 
counting than are the needy, and so- 
cial welfare considerations under these 
circumstances are not likely to be pre- 
vailing arguments in court. 

To be fair to Mr. Josephson, it 
should be pointed out that there could 
be a philosophy that, in outline, goes 
about as follows: Life insurance itself 
is based on the law of averages. Its 
essence is, that the man who dies early 
receives more than he pays, and con- 
versely. Why should not expenses be 
subject to the same averaging process 
as the risk of death? If the total of the 
premiums charged turns out to be too 
high, return the excess by increasing 
the amount of insurance by a uniform 
percentage (the English system), or 
return a uniform percentage of pre- 
miums. Let the law of averages take 
care of the whole works. This was 
probably the earliest philosophy. To- 
day, it is recognized neither by the 
courts, the insurance departments, nor 
the companies. For example, I think 
even Mr. Josephson would object to 
the use of averages to the extent of 
disregarding age in computing premi- 
um rates, although time has brought 
this critic to the point where he is 
all in favor of discrimination in favor 
of the aged. 

Would Ban Termination Dividends 

The above averaging philosophy 
would certainly exclude termination 
dividends and similar refinements. The 
theory of the “pigeon-holers” (Mr. 
Josephson’s terminology) with respect 
to terminal dividends might be stated 
as follows: Beginning with about the 
seventh to tenth year of duration, the 
assets built up under the various policy 
classifications tend to exceed the re- 
serves held. The total of this excess 
for all the classifications constitutes 
the surplus of the company. Each of 
these policies has contributed a share 
to it, and it cannot be returned to the 
policyholder as long as his policy con- 
tinues to be in force. On termination, 
since it has been built up out of the 
earnings on his policy, it should be 
paid as a terminal dividend. 

I wholly agree with Mr. Josephson 
that under normal circumstances the 
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Assets total $224,184,121.92 . . . Interest earned at rate of 4.34 
per cent . . . Total investment income, $9,343,255.38 . . . Rati 
~~ .0f solvency, 116.66 per cent . . . Life insurance in force totals v" 
million ++ + $885 million returned to members and beneficisties 
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terminal dividend should lo: ically 


paid on all types of termination, : agh 
cluding deaths. An abnormai gi Sint 
stance might be if the exten:ied in, avail: 
ance, by reason of anti-selection, y or st 
more expensive benefit than ag , cons’ 
payment, or if settlement op'ions ats tO 
clearly worth more than the Cash, bi pe luck 
even here I have no strong opinigp iv 
could wish, however, that Mr. Jogp 

son had devoted less space to repos 

verbatim testimony on this Subject mir 
also agree that terminal dividend pp, high 
tice is subject to abuse. Under pre , jn a re 
net cost illustration methods, as yf ’_..: th 
Josephson points out, the maxj Bator 
improvement in net cost may be QM. curpiu 
tained at minimum cost to the comp MF wholde 
ny by the payment of termination ¢ po es, V 
idends of excessive amount. We neeiniff cit pol 
however, “burn down the bar to billy cost b 
the rats.” Integrity and proper Teg, 1] 
lation should tend to eliminate possi econ p 
abuse. jement SO 
Another Low-Cost Basis ender. As 


d 
Curiously enough, the next most ¢. i . 


fective way to produce an appar 1 reserv 
low net cost is to devise a divideyf oo. or 1 
scale that is extremely low in the early “ici 5 pr 
years of duration, where the numb” reser’ 
of policies in force is large, graded yp. volves & 1c 
wards to produce extremely high diy.f. 4 atacc | 
idends, at lower cost to the compan — Bie 1: 
at the longer durations. This, of cous [14 neki 
would tend to have the same effect q or these p 
net costs as terminal dividends. Hoy.f and 
ever, it is my belief that the tendengbwective : 
among the companies is quite the p . of sel 
verse. For the most part, in my opin.| we vel 
ion, the companies tend to co sroved in 
the payment of dividends earlier, ani} ome fina 
pay higher dividends at the shortel in never 
durations, than is warranted by thebnot strike 
surplus accumulations ‘under the po. nan “It 
icies. 

Mr. Josephson is again right whe = 
he points out that the present metholfiterred 
of presenting future net costs, which Reported _ 
ignores the time of payment, and henc: 
the element of compound interest, is} pout the 
questionable. I am frank to say when use 
I know of no really sound solution tp es ii 
the presentation of comparative nef iuctipility 
costs. I have been quoted, quite cot-fosn intere 
rectly, as saying that the present sys-| urenders 
tem of projecting dividends, particu. esulting | 
larly on newly issued plans of pd- idend sca 
icies, has to be only an estimate. Welireatment. 
make an honest attempt to make div-[these poli 
idends on new plans consistent withiwel] be tc 
dividends paid on existing plans, but}insyrance 
new features bring in new hazard hoolicy loa 
which cannot be assessed in advance [-ireyumstar 
And, of course, as is the case with allmay have 
plans of insurance, the projected div- 
idends are estimates because we cannot {lueries Le 
predict today what conditions will b} There i 
in the future. The standard argumetifelated to 
for dividend projections used to bfcy, that | 
competition with stock companies. To fcize. I an 
day, the mutuals are largely compet: hm referri 
ing with each other. However, we musfidend opt 
assume dividend illustrations are het hbject to 
to stay. We must accept the respon-ff do. It is 
sibility to use them with honesty andfyou hope | 
discretion. To show results for 20 yealSjing to be 
is bad enough; to go to age 65 is worse. Iwrong, th 
Let the next move be in the revefsthhave to p 


direction. vhich, of 
a give him 
Discusses Minimum Deposit Raped 


It is in the area of the miniMUD|ty give pi 
deposit policy that I find myself in ththe insure; 
broadest agreement with Mr. Joseph |difference 
son’s conclusions. My objections "icy ang ji 
minimum deposit policies are just ®ltional pay 
strong as his, although they are DMhis part, j 
based on the argument of discrimi (Hitherto, 
tion by policy size. This discrimiléfhas shown 
tion may or may not exist, but I al imost comf 
more concerned with discrimination ® ance, He 
favor of policies terminating in th hetter of ; 
early years. Many years ago the colr{tion dropy 
panies indulged in an orgy of def reduce ou: 
dividend policies. Dividends were Finally, 
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| lo ically every five years, or, in more 
‘MN ation, me caeS, once every 20 years. 
rMa: Cire the interim period no dividends 
‘tencied in, 





~ available, and surplus funds on 
or surrender during the period, 





lect .on, y 
















than ag consumed in unwarranted emo- 
_Op"ions is to upper management, went 
the ‘fe lucky survivors to a fifth or a 
8 Opinion fy anniversary. 

t Mr. Jose” 

e to reporniire Tontine Policies Reversed 

his subject minimum deposit policies, with 
ividend pre i pigh early cash surrender values, 
Inder pre , jn a real sense, tontine policies in 
hods, as Morse: that is to say, the higher the 
1e i 


«ender rate in the early years, the 
surplus available for continuing 
ieyholders. This is admitted by the 
pe ries, who point out that minimum 





may be si 
O the comm, 
nination gi 







L. We nesinift cit policies have a slightly higher 
© bar to kills gst because of this feature. Per- 
Proper regi ually, 1 believe it extremely unwise 


nate possitkfl pase projected dividends on any 
iement so volatile as the rate of sur- 
onder. AS stated before, the accumu- 
wed funds, on the basis of present 
e€xt most ¢. Lividend scales, may be less than the 
an apparenfi.» reserves for a period of several 

















| 2 divider sts or More, and the surrender of 
An the earhlt ies providing values equal to the 
the numbe 1 reserves during this period in- 
» Sraded uF ives a loss to continuing policies. A 
ly high dif. class recession, with its inevitable 
he company, irease in the rates of surrender, 


1S, of couref iq make present dividend estimates 
me effect on or these policies look pretty silly. High 
lends. Hoy. han and surrender values are very 
he tendengfl iractive features under today’s meth- 
uite the mas of selling insurance. They could 
i MY opit-froyve very embarrassing, as was 
> commentfoved in the past, at a time of ex- 
earlier, ani ome financial stringency. Maybe this 
the shorte}.in never occur but the only remark 
‘ted by thebnat strikes me as being more idiotic 
er the po-finan “It can’t happen here,” is “It 
> an’t happen again.” 
right whe} gmbarrassment may not even be 
ent methoifieferred pending a major recession. 
osts, whichinenorted litigation indicates that the 
» and heteelneasury Department is not happy 
interest, i}shout the minimum deposit policy 
fo say thitfwhen used as security for a loan. 
solution to Changes in the law affecting the de- 
arative Nell iyctibility from income tax of policy 
quite cot-fioan interest might well result in heavy 
resent sysIsurrenders of this type of policy, with 
Is, particu. esulting unfavorable results on div- 
ns Of polfidend scales. Also, no income tax 
timate. Weltreatment can be devised affecting only 
make div-lthese policies, so that the result may 
stent withiwell be to penalize all holders of life 
plans, butlinsurance policies who have made 
w hazard oolicy loans, without respect to the 
n advanetlireumstances under which the loan 
se with almay have been made. 
jected diy- 
we cannot (queries Lack Of Criticism 
ns will bk} There is one development, closely 
argumet Felated to the minimum deposit pol- 
sed to befcy, that Mr. Josephson did not crit- 
anies. Te feize. I am really surprised at him. I 
y compet: hm referring to the so-called fifth div- 
r, We musi tdend option. No one else seems to 
s are heft bbject to this sneaky little thing, but 
e respon do. It is all very well to show what 
nesty atdivou hope the policy dividends are go- 
r 20 yealSfing to be in the future. If you are 
) Is worst. wrong, the policyholder is going to 
le reverstihave to pay more for his insurance, 
vhich, of course, he won’t like. But to 
give him the impression or, in many 
ases, salesmanship being what it is, 
0 give him the conviction that he will 
for a long period for the 
Hii 3 ce between the face of his pol- 
ctions ™licy and its cash value without addi- 
e just Sltional payment over the premium on 
| are mM siis part, is something quite different. 
scrim tHitherto, in a depression, experience 
Ph has shown that one of the things that 
but | a most comforts a man is his life insur- 
ination Mlance, He is not going to think any 
Pie better of it when he sees his protec- 
t acd coailcn dropping away because we must 
reduce our dividends. 
roan Finally, the author seems to indi- 
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cate that with the developments he 
criticizes in full swing, the pigeon- 
holers have reached their ultimate. I 
have news for him. An effort is being 
made by the life companies to give 
group pension policyholders much the 
same treatment they would receive in 
a pension trust, but without actual 
segregation of assets by the insurance 
company. If this effort succeeds, as I 
hope that it will, the question must 
be answered as to whether or not sim- 
ilar treatment should be extended to 
individual life insurance policies. 

If this extension should involve a 
variable interest rate by years of issue 
and duration, then.I must say that 
here is the point where I join the “av- 
eragers.” Such a variable interest rate 
would not only destroy the slender ex- 
cuse we now have for projecting div- 
idends, but would present complications 
that stagger the imagination. Nor do I 
believe it necessary in order to achieve 
consistency. A justifying but very 
rough analogy is the trust department 
and the saving bank division of a com- 
mercial bank which, of course, have 
very different arrangements with re- 
spect to the apportionment of interest. 


Competition Is Strong Push 


Finally, the fact should be faced 
that even a basically unsound feature, 
if it is an important element in com- 
petition, will almost inevitably spread 
in some form and to some extent to 
those companies whose managements 
view it with distrust and dislike. It 
is all very well for the actuary to hand 
down a sound but unfavorable verdict; 
his livelihood is not likely to be af- 
fected thereby. The man in the field 
who loses prospects otherwise his and 
who has policyholders surrendering 
or lapsing their insurance for compet- 
ing company products, and the agency 
manager who has lost good agents in 
whom he has invested time and mon- 
ey, are the people, aside from the pol- 
icyholder himself, who are really hurt. 
A company cannot always be blamed, 
therefore, if it takes into consideration 
these factors before charting its course. 


Another Excellent March Reported 

North American Life of Chicago re- 
ports March individual life sales totaled 
$10,519,948—a single month record for 
the company and 22.3% over March, 
1960. Life applications also set a new 
one month record—up 17% and over 
a year ago. 
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“Thanks for the ‘bonus,’ boss. Tomorrow I think I’ll have another sure 
prospect for the Anico Double Protection Policy.” 
Anico’s Double-Protection-to-65 Plan is a sure seller when the need 
for protection is high and money for premiums is low. “Quantity 
discount” too. Lower net cost than term saves on the premium; 
double protection to 65 and reduces when the need normally dimin- 


ishes. One of many hot Anico competitive plans. (Top Anico com- 
missions, as usual.) 


- amansaieas Natiamade 


INSURANCE cOMPAN Yi 
Ae LSS, 


HOME OFFICE: 





GALVESTON, TEXAS 





Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
Inquiries will receive prompt, confidentiait replies. Address: Coordinator of Sales. 
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INSURANCE? 


rHAVE 


= During the hustle of our modern marketing age, 
have we placed insurance into the hopper of “hard 
sell”? Are we classifying our product with TV sets, 
new cars, air conditioners and other luxury items 
of life. = If so, are we overlooking the strongest 
appeal that insurance has. . . that it is a basic neces- 
‘| WE sity of family living. Consider the unavoidable 
. family exist- 
THAT ence... education of children . . . retirement! = 
OPLE These are the needs that only insurance can meet. 
NEED At Federal, we meet this challenge by tailoring 
our programs to meet these basic needs. For de- 
tails write Emery Huff, Agency Vice President. 


A few prime managerial positions still available in the Midwest areca. 





RGOTTEN expenses of clean-up fund. . 


FEDERAL LIFE INSURANCE COMPANY 6100N. Cicero Avenue, Chicago 46, Illinois 
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VA Aimed At Immunity From Insurance Law 


(CONTINUED FROM PAGE 1) 
cey Waddell, chairman of the New 
York City investment firm of Waddell 
& Reed. 
The SEC registration for the sale of 
stock in United Variable Annuities 
Fund Inc., is for 24% million shares of 


$1 par value stock. The price to the 


public is $10 a share, of which under- 
writing commissions will take 85 cents 
a share, leaving a net of $22,875,000 
for the fund. This return is based on 
all shares being sold in single transac- 
tions involving less than $10,000, since 
there is provision for a lower price in 
larger lots. 

United Variable Annuities Fund 
Inc., will operate like any other mu- 
tual fund, with one exception. It will 
have an option permitting the holder 
of the shares under certain circum- 
stances to turn his shares over to a 
trustee, called the United Variable An- 
nuities Trust Fund, and in exchange 
the trustee will give the investor a 
United Variable Annuity contract. 

These contracts will be sold by the 
trustee to the general public and 
also issued in exchange for the shares 
The assets of the trust will consist of 
the shares of the fund and of any un- 
invested cash. The contract is similar 
to participating income plans issued 
by the investment companies operat- 
ing under the investment company 
act of 1940. 


Participating Income Plan Used 


A participating income plan is 
used to sell mutual fund shares on the 
installment basis. Under such a plan, 
a loading is deducted for sales charges, 
which usually go to the underwriter. 
In addition, there is a relatively small 


charge, not to exceed $2 for each pay- 
ment, that is used as an expense charge 
for operating expenses. The balance or 
net purchase payment is then invested 
by the trustee, and the participant or 
investor is given credit for a number 
of accumulation units equal to the net 
amount of his purchase payment di- 
vided by the current value of an ac- 
cumulation unit. He thus builds up on 
the books of the trustee an account in 


accumulation units. 
On an annuity starting date which 


is within his control, he can elect to 
have settlement in accordance with one 
of the following variable life annuity 
options: a straight life annuity, life 


annuity with payments for 10 or 20 
years certain, or a last survivor annu- 
ity, continued either in one-half or 
the full amcunt to the second annui- 
tant. If he dies or withdraws prior to 
the annuity starting date, the amount 
payable is the cash amount equal to 
the number of accumulation units to 
his credit multiplied by the value of 
one accumulation unit at the time. 


Regulated As A Mutual Fund 


From a tax standpoint the fund is 
treated as a regulated mutual fund, 
which means that it pays out all of its 
income every quarter and hence there 
is no federal tax paid by the fund, it 
being treated as a mere conduit. The 
trustee receives this income as div- 
idends on the fund’s shares. 

The trustee accumulates all the in- 
come, both during the pay-in and the 
pay-out stage, and pays taxes as if it 
were a corporation. In other words, 
it is treated as a corporation for tax 
purposes. Being thus treated, it is en- 
titled to an 85% dividend credit, which 





WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 


40 words per inch. Deadline 4 P.M. Friday of 
175 W. Jackson Blvd. Individuals placing ads 


THE NATIONAL UNDERWRITER—LIFE EDITION 


~ 


week before publication in Chicago office— 
are requested to make payment in advance. 








WANTED: 


CAPABLE AND QUALIFIED 
AGENCY DIRECTOR 


to produce within his first year a mini- 
mum new life premium of 


If you can convince us that you cap ac- 
complish this, and can keep on adding 
new business, you will be given a salary of 


$15,000.00 


AND many other benefits, including a 
most attractive and profitable incentive 
bonus. 











Many exclusive plans in a modern, com- 
petitive portfolio. Domiciled in Connect- 
icut, now licensed in I! states. 


Give details in reply to X-51, National 


OVERSEAS AGENTS WANTED 
YOUR CHANCE TO SEE EUROPE 
AND MAKE MONEY 


A large American, Life Insurance Agency with 
offices in arses 2 France, England, Italy, 
Spain and Switzerland, selling to American 
military personnel, their dependents and civil- 
ians, has opening for a Limited number of 
EXPERIENCED life insurance salesmen. Several 
of present agents in Europe selling 2 to 3 
MILLION a year. (Those remaining outside of 
U.S. 18 months or longer enjoy special tax ad- 
vantage). Accepted applicants will be offered 
Top Contract, Fringe Benefits, Training and 
Financing. For further details send complete 
resume and small photo in confidence to X-52, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








AGENCY DIRECTOR AVAILABLE 


West Coast. CLU 14 yrs. field and H.O. Age 
39. Thorough experience agency building and 
advanced underwriting. Eight years present 
company. Seek company with realistic, modern 
approach to present day underwriting. College 
grad. Write X-68, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 

















Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








CONSULTING 
PENSION ACTUARY 


AGENCY DIRECTOR 


Excellent opportunity with local Hawaiian com- 
pany. Mature, aggressive, married man with at 
least 5-8 years experience in management and 
supervision. Write X-79, National Underwriter, 
178 W. Jackson Blvd., Chicago 4, Illinois. 








Midwestern firm of consulting actuaries desires 
man, age 27-35 with several society exams 
passed and some pension experience, to super- 
vise its employee benefit plan operations re- 
garding pension plan valuations, report writing, 
plan design. Our employees know of this ad. 
Write to X-77, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 





LIFE COMPANY WANTED 


Large non-insurance company desires purchase 
medium size stock life company for purposes 
of diversification. Prefer admission substantial 
number of states. Will recognize brokers but 
prefer direct contact with owners. Interested 
parties please write X-81. National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Illinois. 

















HeNATIONAL UNDERWRITER 


Frank P. Sam- 
ford Sr., chairman 
of Liberty Nation- 
al Life, cuts the 
first piece of a cake 
in ceremony com- 
memorating the 
company’s attain- 
ment of $2 billion 
of life insurance in 
force. The cake- 
cutting ceremony 
took place at a 
party honoring the 
Oneonta district 
agency at Birming- 
ham. : 





April 15, jy 


Ne st ie dots cipal 





















its income plus capital gains taxes on 
all capital gains realized and included 
in the dividends from the fund. 


Taxed Like A Life Company 


Thus, the trust would be taxed ap- 
proximately the same amount as a life 
company. It would however, have to 
invest primarily in stocks in order to 
get the dividend credit. If it were to 
invest altogether in bonds, the tax 
would be prohibitive under the general 
corporate tax of 52% on all interest 
income. 

From the standpoint of the indi- 
vidual, the tax treatment is precisely 
the same as if the investor received a 
variable annuity from Equity Annuity 
Life or Variable Annuity Life or from 
a non-life company, such as the Col- 
lege Retirement Equities Fund, or from 
a pension trust. In all instances the 
annuities are treated for tax purposes 
the same. 

If the plan is successful—that is if 
it is cleared by various regulatory 
agencies—there is no reason why life 
companies cannot form a management 
company and operate their variable 
annuities department by using this 
legal machinery. Today a number of 
life companies are operating mutual 
funds as running mate organizations. 

It is expected by the proponents of 
the plan that this type of variable an- 
nuity will be regulated exclusively 
by the Securities & Exchange Com- 
mission and the local “blue sky” com- 
missioners. In the U.S. Supreme Court 
decision in SEC et al vs Variable An- 
nuity Life et al, the court decided that 
variable annuities written by life 
companies came under the jurisdiction 
of the SEC notwithstanding the fact 
that they had a number of insurance 
features, including certain term insur- 
ance benefits, waiver of premium ben- 
efits, guarantees of mortality, guar- 
antees of expense, etc. 


No Insurance Elements 


In the United variable annuities 
program there are none of these in- 
surance elements. That is, there are 
no guarantees of mortality or expense, 
and there are no typical insurance 
features. There are no indemnity or 
guarantee arrangements of any kind, 
and there is no company (or even 
trustee) that assumes any risk di- 
rectly, like an insurance company. 

The general legal problems involved 
in this type of contract were treated 
in a law review article appearing in 
the Georgetown Law Journal, summer 
issue, 1960, by Mr. Johnson. 

Further details of the new contract 
will be reported in next week’s issue. 


Advanced Health Seminar 
To Be Held At Purdue 


An advanced health insurance un- 
derwriting clinic is being conducted 
April 19-21 by the Purdue Institute 


of Health Underwriters. 

Speakers and their subjects Weg 
day will be Bruce Gifford, map 
director of IAHU; Ralph K. 


New York, insurance company gq) 


sultant, “Programing Health Ip 
ance;” Robert W. Osler, president } 
derwriters National, “Integrated p 





means that it pays a tax on 15% of in cooperation with International h and 
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graming of Life and Health In 
ance;” and Edwin B. Thurman } 
manager of advanced _ underwritj 
Continental Assurance. 

Appearing on the program Thy 
day will be William Harmelin, 
tinental Assurance, New York, ‘8 
ness Uses of Health Insurance” 
“Disability in Buy-out,” and John} 
English, Chicago regional manager, 
Springfield F.&M., -“How to 
Health Insurance—Philosophy 
Technique.” Pasquale Quarto, Resear 
& Review, will moderate a worksh 
session. 

On Friday, M. Herman Adelma 
Fidelity Interstate Life, Reading, } 
will speak on tell “How to Sell Healt} 
Insurance” and Carl A. Ernst, Nort 
American L.&C. director of A&sS, wil 
present “A Clear Vision of the Future’ 

Tuition, which includes all supplie 
is $75. Inquiries may be made to Hi 
L. Nutt, director, Life Insurance h 
stitute, Purdue University, Lafayet 
Ind. 





















Mass. Assn. Requests 
Retirement Delay 


(CONTINUED FROM PAGE 1) 
large companies and more than a fev 
aggressive small ones. 

“These are the issues that Leste 
Schriver has championed for us ove 
the years. Lester Schriver is to thov 


sands of life insurance agents and tif . 


many of the public the image of lif 
insurance at its professional best. Thi 
is no time to depart from experience 
seasoned leadership which has prove 
itself time and time again. Today ¥ 
need the services of Mr. Schriver per 
haps more than ever before. To us lt 
is the symbol of high purpose and vig 
orous leadership that NALU mus 
have during our entry into this perio 
of great change which is now comin 
upon our business. 

“Therefore, we of the Massachi: 
setts Assn. of Life Underwriters ai 
that the board of trustees of the Ne 
tional Assn. of Life Underwriter 
take one more last hard look at the 
retirement of our executive vit 
president, Lester O. Schriver, with 
view to seeking postponement of hk 
retirement until a method for sou 
transition of executive leadership ©# 
be resolved.” 


New Okla. Life Company _ 
Quaker Life has been organized 
Tulsa as a running-mate of Mid 


tinent Casualty. President of bw 


companies is Perry D. Inhofe. Q 


Life has capital of $100,000 and surP 
of $100,000. 
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§ Qualifiers For 
mnhattan Life Of 
YY. Leaders Meet 


tecord 175 field men qualified for 
attan Life’s agency conference at 
ston, where the Grosten agen- 
Angeles, captured the Man- 
a Club plaque for most qualifiers, 
md the award for volume and 


ymMs 





Ve pbs bine 










i agency leaders’ winning 
mes were Corini, New Rochelle, 
volume; Gillespie, Memphis, 
highest premiums, and Werner, New 
Byork, leading new agency in volume 
and iums. 

Individual awards went to Julian 












jects W; parton, Beverly Hills, Cal., most lives; 
rd, C. Hamlin, Pasadena, Cal., 
h K. Lin J oremiums; Philip R. Beninato, New 
oMpany gp fRochelle, lives and premiums leader 






ealth Ing» famong new agents; T. E. G. Greenlund, 
resident A Pittsburgh, pension trusts; Alex J. 
egrated P,§Fishbein, Los Angeles, group life, and 
lealth Ingp§ Clarence Spencer, Trenton, first quali- 
Thurman jf fier. 

underwrit Regional, National Awards 


Regional and one national agency of 









am Ou} 
redid _Athe year awards were won by Corini, 
York, “Byjf New Rochelle; Fuerst, Pittsburgh; Gill- 
surance” and espie, Memphis; Kelley-Baum, Detroit; 


and John jf Fleming, Portland, Ore.; Lau, Dallas, 
‘A and Jones, Minneapolis, and the Gros- 


- man 
»w to gf ten agency, the national award. 
»sophy ay At the start of the first educational 


rto, Reseanif meeting, Thomas E. Lovejoy Jr., presi- 
a workshgl dent, was presented with a key to 
Washington by Francis L. Timmons, 
in Adelmanf assistant secretary of the board of 
Reading, Paf commissioners. 
» Sell Healif Frederick W. Lohm, vice-president 
Ernst, Norif and director of agencies, who was 
of A&S, wif meeting chairman, told why stressing 
the Future} fundamental needs was highly impor- 
all supplie§ tant to success in life insurance selling. 
made to Hil He was followed by Anthony V. Rum- 
surance Inf olo, director of pension trust sales and 





’, Lafayette] superintendent of agencies, eastern 
and southern division, who covered 
the fundamentals of pension planning. 

ests {Julian Barton, Beverly Hills, told 
how he sells to young men. 

Opening the second educational 
po ater] meeting was a talk on “Programing 
Leads to Sales,” by Devan W. Read, 

that Lan general agent, Jackson, Miss. Dr. L. 

for Usa Gordon LaPointe, vice-president and 

is to fan medical director, stressed the impor- 
ents email tance of the part the field man plays 


age of lif in helping to underwrite life insurance. 
1 best. Thi The use of settlement options in 
xperiencet ing was presented under the title, 
has prove “Free Money Management Service,” 
Today we] OY eight members of the Grosten agen- 
hriver pe-{ °Y in a panel discussion set in the of- 
2, To us hj fice of an advertising agency. 


se and vig} Dividend Scale Raised 


pre Bsr Mitchell Dezube, actuary, in a dis- 
ow cominy cussion of new developments, said that, 
effective May 1, the company will 
Massachu-| “Crease the current dividend scale 
writers a 10% on all policies. In addition, the de- 
of the Ne clared rate of interest on dividend 
iderwriten accumulations will then be 3.65% and 
ook at the the rate on pension trust conversion 
tive vice funds will be 3.9%. 
er, with Orlando A. Corini, general agent at 
ent of his New Rochelle, started the final edu- 
for sou} “ational meeting with a presentation 
ership cat] °f successful sales ideas. Hugh A. 
awyer, general agent at Richmond, 
ed selling group life. General 
, Agents E. Donald Fuerst, Pittsburgh, 
ganized and Bart M. Rogers, Passaic, N.J., 
Mid-Conj “°Vered “Do’s and Dont’s of Selling 
of bot} Extra Risk Classification Policies.” 
fe. Quake} The final speaker at the conference, 
nd surplij G- Rowland Collins, dean emeritus of 
New York University graduate school 
















LIFE INSURANCE EDITION 


At Manhattan Life of New York’s agency conference in Washington, winners 
of one national and several regional agency of the year awards pose with Presi- 
dent Thomas E. Lovejoy Jr. Front row, from left, are Arthur A. Baum and Ruth 
M. Kelley, Detroit, Mr. Lovejoy and Richard M. Grosten, Los Angeles, the 
national winner. Back row, from left, are M. Keith Fleming, Portland, Ore.; 
Richard A. Lau, Dallas; E. Donald Fuerst, Pittsburgh; Jack W. Gillespie, Mem- 
phis; Orlando A. Corini, New Rochelle, and Samuel J. Jones, Minneapolis. 





Gravengaard Will Discuss 
Selling To Businesses At 
Wilmington Sales Congress 


H. P. Gravengaard, vice-president 
of the National Underwriter Co. and 
executive editor of its Diamond Life 
Bulletins department, will be the 
speaker at the luncheon of Wilming- 
ton Life Underwriters Assn.’s_ sales 
congress, April 26. The subject of Mr. 
Gravengaard’s speech will be, “Ideas 
That Sell Business Life Insurance.” 


Mich. Department To Keep 


Independence Another Year 


LANSING—Approval by Michigan 
voters last week of a proposal to call a 
constitutional convention sealed the 
doom of a reorganization plan put for- 
ward by Gov. Swainson which would 
have, barring a legislative veto, merged 
the insurance department into a new 
department of financial institutions. 
The program had been opposed by 
insurance people. 

Senate Republicans, who hold a 
majority in the upper chamber, de- 
cided in caucus, directly after election 
results were known, to have resolu- 
tions offered rejecting the guberna- 
torial proposals. Under a Michigan 
statute, the executive is given broad 
governmental reorganization authority 
subject only to specific legislative dis- 
approval. 


Ohio Health Assn. Slates 
Sales Congress At Akron 


Six insurance notables will appear 
on the sales congress program April 28 
of Ohio Assn. of Health Underwriters 
at Akron. 

They are John J. Plumb, vice-presi- 
dent and director of agencies Paul 
Revere Life; William B. Cornett, direc- 
tor of A&S Prudential; E. H. O’Connor, 
managing director of Insurance Econ- 
omics Society; Paul I. Reichart, execu- 
tive vice-president Unified Reserve 
Life of Indianapolis; George F. McCon- 
nell, sales manager of Continental 
Casualty’s commercial special risks 
division; and superintendent Edward 
Stowell of Ohio. 

John M. Forrest, Mutual Benefit 
H.&A., Akron, will be master of cere- 
monies. 





of business administration and a di- 
rector of Manhattan Life, reviewed 
domestic and foreign economic condi- 
tions. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, April 11, 1961 
Bid Asked 




















Aetna Life 107 10812 
American General .....:. 42%. 44 
Beneficial Standard ....... 25% 26% 
Business Men’s Assurance .. 66 70 
Cal.-Western States ...............: 56 5842 
Commonwealth Life ........ssccssee 32% 8 
Connecticut General ...........ccccecsees 209 212 
Continental Assurance ...............00 242 245 
Franklin Life 106 108 
Great Southern Life ............csc008 79 83 
Gulf Life 23% 24% 
Jefferson Standard  ..........c.ccssssesseees 56 58 
Liberty National Life 49%, 51% 
Life & Casualty .. 19 20 
Life of Virginia ...... 77 80 
Lincoln National L: 111 114 
National L.&A. ...... 143 146 
North American, Il. 16% 17% 
Ohio State Life 40 43 
Old Line Life 63 69 





Republic National Life 
Southland Life 














Travelers 

United, Il 44 46 
U. S. Life 63 65 
Washington National ............cc000 57 60 
Wisconsin National Life .................. 32 35 


Wabash Life of Indianapolis has de- 
clared a 10% stock dividend for stock 
of record April 20. 


How ‘Giant Brains’ 
Affect Management 
Analyzed By Slater 


(CONTINUED FROM PAGE 8) 
mentation necessitated by the ma- 
chines. As a result of this deficiency, 
Mr. Slater observed, representatives of 
middle management very often veto 
a further extension of the automatic 
office because of a fear of losing their 
own jobs. 

—A need for new organizational 
patterns in order to centralize oper- 
ations within a company and thereby 
facilitate coordination and control. If 
management is to obtain the maxi- 
mum efficiency from automation, Mr. 
Slater emphasized, the operations of 
the computer must be permitted to 
cross departmental or divisional lines. 

—The attention of top management. 
He said the attitude among some top 
managers who detach themselves from 
the data processing unit can doom the 
success of the operation. 

—The necessity for a broad range 
of personnel in computer oriented 
businesses. Mr. Slater said companies 
must avoid the dangers of the age of 
specialization, which happen to be 
especially prevalent in the field of 
automation. “Many of the specialists in 
this field,” Mr. Slater said, “are inter- 
ested only in running computers and 
in the work done by computers. More 
than ever we must guard against 
hiring people who do not have a broad 
perspective of our particular business 
and an interest in it, or who cannot 
be trained to develop such a view- 
point.” 

Has Moral Obligation 


In a summary of social implications 
caused by the computer in business, 
Mr. Slater said that management has a 
moral obligation to make sure that the 
temporary dislocation of personnel is 
mitigated. 

“In general, we have in our business 
more work to do than we have people 
and machines to do it, so we are not 
suffering from some of the problems 
faced in the manufacturing business. 
But we may not always find ourselves 
in this position and as managers in- 
terested in this over-all problem, we 
have an obligation to analyze the 
problems of temporary dislocations and 
to do something constructive about 
them,” he said. 





OFFICE SPACE 








ORLANDO, FLA. 








Available approx July 1, 61—4700 sq. ft. 
(Net Usable) New Modern Bldg with 
ample parking. Ideal in town location in 
fast growing, centrally located Orlando. 
Dudley L. Moore Enterprises, Box 671, Or- 
lando, Fla. Garden 4-5657 

























GENERAL AGENT OPPORTUNITY 





CAN YOU PROSPECT? 


Do your prospects come directly from your own effort, ability and 
imagination? Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve got, you'll do better 
with our proven competitive merchandising plans featuring sound life 
plans and the most modern and competitive A&S portfolio in the 
industry — and the premium payment plan of the future, Check-O- 
Matic. Can you inspire and show others “*how to”? 


CAN YOU COMPETE? 


Do you thrive on competition with others? More important, do you 
compete with yourself? Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top dollars present and future —for your own 
personal “know how” and for your ability to show others “how to”? 


HERE’S YOUR ANSWER: 


Highest lifetime service fee in the business for the career under- 
writer—fully vested renewals for 9 years—top Ist year commission on 
par and non-par policies—agency office allowance—non-contributory 
pension plan — operating capital for new agents. 


Write, Wire or Phone Immediately. 


FRANK L. BARNES, President 
HOWARD W. KRAFT, Vice President and Director of Agencies 


THE QIAO 


> STATE, LIFE 


COLUMBUS 15, OHIO 





Licensed in: Ala., ty Calif., Del., D. C., Fla., Ga., Ul, ‘Ind., ys Ky., Md., Mich., 
Minn., Mo., No. Car., Ohio, Pa., Texas, Va., and W, 

















FIELD 
GUIDANCE 
AS NEEDED 


A demonstration, in part, 

of Fidelity Mutual's interest in the 
personal well-being of each 
individual representative is its 
Agents’ Seminar Program 

— a giant step beyond the 

usual field orientation. 


Each year, groups of new agents 
are brought to the Home Office 
in Philadelphia for a week of 
training and intensive discussion 
on the subjects of most 
importance to the newer agent. 


These seminars play an 
important role in accounting 

for the high calibre, high morale, 
and high degree of success 

of our Field Force. 





Insurance 
Company 


the FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE ¢ PHILADELPHIA 











HteNATIONAL UNDERWRITER 


Fort Lauderdale 
district agency 
men accept John 
Hancock awards 
for 1960 production 
leadership. Receiv- 
ing their trophies 
and congratula- 
tions from Byron 
K. Elliott, presi- 
dent, right, and 
Frank B. Maher, 
senior vice-presi- 
dent, left, are Paul 
Cocuzza, the com- 
pany’s leading dis- 


trict agent, second from right, Sylvester M. Murano, wie Placed second a 
assistant district managers, center, and Joseph E. Keefe, manager, whose 
won the vice-president’s citation for second place in the development of 3 » 


territory. 


More than 500 of John Hancock’s 
district agency production leaders, in- 
cluding eight million-dollar agents, 
were honored at the company’s annual 
president’s club meeting in Washing- 
ton. 

According to Frank B. Maher, re- 
cently elected senior vice-president, 
district agencies, and a director, dis- 
trict agency sales for the third con- 
secutive year exceeded $2 billion. 

Company speakers at the meeting 
included Byron K. Elliott, whose 
talk was a plea for every American 


De Witt Speaks At 
Travelers Meeting 


(CONTINUED FROM PAGE 2) 
during the conference by James C. 
Smith, vice-president, who - said, 
“Much progress has been made in 
underwriting this past year. We are 
now attempting to offer a policy to 
practically everyone who applies for 
life insurance, thereby reducing our 
rejection rate to one or one and one- 
half persons out of every 100 who 
apply to us. In order to do this, we will 
naturally have to issue more substan- 
dard contracts, but I am sure you will 
agree that making a substandard offer 
is better than telling one of your clients 
that he has been rejected.” 

Mr. Smith explained several new 
forms of coverage that would be avail- 
able in the near future. One of the 
major changes is that Travelers is 
raising to 4% the rate at which the 
company will discount premiums paid 
in advance, effective immediately. 

Vice-president George H. Shackel- 
ford discussed “The Trilogy of Re- 
sponsibility,” outlining the inter-re- 
sponsibility of the company to the 
agent and the agent to the public. 





Western Of Helena Passes 
$500 Million In Ordinary 


February sales of $9 million en- 
abled Western Life of Helena to pass 
the half-billion-dollar mark in ordi- 
nary insurance in force. Business for 
the month was 8% ahead of last year. 

Incorporated in 1910, the company 
did not reach $200 million in force un- 
til 1951. By the end of 1959 it had 
attained $400 million, and the pres- 
ent figure, achieved in little more than 
a year, is $502,653,957. 

Combined ordinary and group in 
force totals $588 million. 


Goes Over $100 Million In Force 


Catholic Knights of Wisconsin re- 
ports it went over the $100 million 
life insurance in force mark last year. 
Premium income and assets also were 
over their 1959 levels. Paid for life 
insurance this year is currently run- 
ning 12% ahead of last year. 


District Men Honored By J aan Hanes: ke 
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Mr. Maher and George B. Thea $25 
Jr., vice-president, district agengis 
Other speakers were Jacques Megn, 
chairman of insurance classificati 
life sales, of Life magazine, who 4 fund shar 














cussed the “Market of the Os h 
Ralph G. Engelsman, New York sief >, by 
consultant and former Penn Mut; tween the 


general agent there, who discy the $400 
“Selling in the 1961 Market,” and ¥ 


Walter Smith, Metropolitan Life, Peak 
therfordton, N.C., whose talk was title ance and - 


“Your Problem Is You.” From th 
Mr. Maher presented President BY jorrowed 

liott with a scroll containing the gp 
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ganization for the first 10 weeks 
1961, which totaled $401,432,470. 
Cocuzza Leads District Men 


Paul Cocuzza, Fort Lauderdale, 
honored as the company’s leading di, ——— 
trict agent, with $1,607,122 of new | BOWLES 
paid-for business in 1960. Philip Savy 
Hartford, a $1 million producer, wa MA! 
second. Leading assistant distri 
manager was Frank J. Senatro, Hart HCIMOND 
ford, with staff sales credits of oveg | posriano 
$5 million, and runner up in this aig ___ 
egory was Sylvester M. Murano, Fo 
Lauderdale. 

The Trenton district agency, Frar ce 
A. Crecca, manager, won the pre 
ident’s trophy with over $9 million « 
new paid-for business. The vite 
president’s trophy. for leadership if | son Froncis 
group sales went to the Motor Cit 
Detroit, district. agency, Kenneth I 
Strang, manager. The president’s cite 
tion for the leading regional territor E. 
was presented to Leonard Vecchioli 
east central regional director. Th 
president’s class K trophy for outstant 
ing achievement in developing a ne 
territory went to the Norfolk distri 
agency, Nicholas R. Montalto, : distri! 
manager. 
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sms in the future as it has in the 
4 the calculated amount can be 
‘awed each year without exhaust- 
he fund before some agreed-upon 
fic date, such as 20 years hence 
erhaps age 65. 

sows $500 A Year 


mpose the future period selected 
“he past behavior of the fund 
are such as to indicate you can 
$500 a year against these 
xs, That, plus the $300 a year you 
mow against the annual purchase 
mutual fund shares you are making, 
is $800. With that, you buy whatever 
amount of ordinary life $800 will pur- 
chase at your age and in the company 
ected. This insurance is not financed. 
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LIFE INSURANCE EDITION 


doans On Mutual Funds Pay Premiums 


fund shares and the $300 you borrowed 
against the $600 purchase of mutual 
fund shares, leaving $74,800 as the total 
value of the insurance and fund shares 
in case of death at that point. 

It will be seen that the plan com- 
bines the tax-shelter appeal of min- 
imum deposit insurance plus the cost 
reduction that will occur if the selected 
mutual fund shares continue to in- 
crease in value as they have in the 
past. This makes a powerful combina- 
tion. 

Critics of the plan wonder if most 
buyers adequately understand the set- 
up so they can see where they would 
come out if the fund shares fail to 
perform in the future as in the past. 
Would the buyer be likely to find him- 
self so overextended that he would 
regret he had ever heard of the idea? 


Can Salesmen Be Controlled? 


Another source of concern among 
observers in the life insurance busi- 
ness is whether the operators of the 
plan can keep sufficiently close con- 
trol over their salesmen to make sure 
they keep the policyholder’s interest 
paramount. For example, instead of 
putting the old insurance on minimum 
deposit, it would be more profitable 
for the salesman to suggest dropping 
the old insurance and buying a new 
policy equal to the old and the new 
insurance. 

Another chance to make the buyer’s 
interest secondary to the salesman’s 
commission would be in the mutual 
fund share purchase plan _ recom- 
mended. There would be a strong in- 
centive to recommend a contractual 
plan, with a heavy “front-end load” 
and high immediate commissions, rath- 
er than the kind of sale that is a one- 
time proposition and carries a sales 
commission of around 814%. 

The appeal of the plan is so great 
that many people in the life business 
are concerned about the aftermath if 
the plan’s promoters don’t exercise 
extraordinary efforts to control their 
salesmen. This may necessitate a more 
tightly-knit sales organization than 
would be needed in the usual type of 
mutual fund or life insurance agency. 


It's 10th Record’ Year For 
LOMA Institute Enrollment 


Total enrollment, the number of 
new students and the number of ex- 
aminations to be taken by students in 
Life Office Management Assn. Institute 
significantly increased for the 10th 
consecutive year. 

This year 15,439 students from 524 
companies and organizations registered 
for 26,357 examinations, against last 
year’s previous record number of 14,219 
students, 484 companies and 24,845 
examinations. New students enrolled 
totaled 6,557, a gain of more than 7%. 

Examinations will be held during the 
week of May 1, and it is expected that 
the results will be released to the com- 
panies by early August. 


Occidental Of Cal. Leaders 


Ben Rocca Jr., San Jose; Reuben 
Schafer, Toronto; and George C. Moore, 
Santa Monica, were Occidental Life of 
California’s top agents in 1960. Mr. 
Rocca, with the Shipley-Carlson agen- 
cy, led the 3,500-man field force in 
paid life premiums. General Agent 
Schafer for the fourth consecutive year 
was first in paid life volume with 
$5,442,342. His total figure for the past 
four years is nearly $21 million. Mr. 
Moore, of the R. D. Moore agency, led 
the company in new A&S premiums. 


Robert B. Na- 
than, Equitable So- 
ciety agent at Chi- 
cago, receives the 
president’s trophy 
for having led in 
1960 production 
from S.A. Burgess, 
agency vice-presi- 
dent. Presentation 
took place at the 
company’s annual 
conference for 
leading producers. 
Mr. Nathan’s 1960 
production was 
more than $5 mil- 
lion. He also cap- 
tured the trophy 
in 1958. 


Equitable Society Has New 


Family Income To 65 Plan - 
(CONTINUED FROM PAGE 2) 

not represent any change in our phil- 
osophy of stressing the sale of per- 
manent insurance and its value to 
policyholders. Instead, we are accom- 
plishing the sensible objectives of 
providing maximum protection when 
family responsibilities are greatest and 
emphasizing paid up values later in 
anticipation of retirement.” 

The conference, the fourth of its 
kind, had 230 agent qualifiers, each 





5 SELES IR AONE se BS OURS. 


To all the men in the field — general 
agents, special and all agents — the 
doors of the home office executives 
are always open. 


Personal visits, phone calls, letters 
with suggestions are very welcome at 
“‘*headquarters”’. 


The open door policy is our “way of 
lifes at Old Line Life, enabling you 
to get to know management in every 


(Dep 





707 N. ELEVENTH STREET 
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S. F. A&H Managers 
Elect Nietschmann Head 


W. J. Nietschmann, Continental 
Casualty, has been elected president 
of San Francisco A&H Managers Assn. 

S. R. Farley, of Rathbone, King & 
Seeley, was named vice-president and 
Clark Lyle, Hartford Fire, secretary. 





with $1 million or more in production 
credits, and 33 managers, each with 
three or more $1-million producers 
qualified. 





PRESIDENT 


Always Open 


phase of our organization. 

Our active, “one big family” organi- 
zation offers an exceptionally profit- 
able future to men qualified as gen- 
eral agents who wish the stimulating 
experience of associating with our 
“fast moving” company. 

For more information write 

Forrest D. Guynn, President 


R. J. Kohlruss, Director of Sales, 
Accident and Sickness Division 


Dept. N-4 


INSURANCE COMPANY OF AMERICA 


« MILWAUKEE 3, WISCONSIN 





Rex M. Hopces 


One of our leading 
producers since signing his 
Franklin contract eight 
years ago, Rex Hodges has 
shown gratifying earnings 
records year after year. 
Here are his earnings as 
reported to the Internal 
Revenue Department. 


RS <'s 6s os $ 7,474.75 
BRIE ose -sis,0:0 « 14,303.10 
A ras 24,991.80 
1956... os 29,406.82 
1 Bae reer 31,659.66 
eee 25,482.80 
SS 31,639.47 
BOD os oe ee 0s 30,808.41 
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D sought opportunity! 


Columbus, Georgia 
February 16, 1961 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


Some eight years ago I signed my “Declaration of Inde- 
pendence,” when I became a Franklin representative! I 
was seeking the opportunity to better provide for my loved 
ones, and earnings that would not be governed by my age 
and experience. 

Starting at age 25, I realize that I could have achieved 
few of my personal objectives had I not had the full help, 
cooperation, and encouragement provided by you, and all 
the other wonderful people in the entire Franklin organi- 
zation. The merchandise available to the Franklin agent, 
through our “Specials,” is the true key that will open any 
door. One need only adopt the philosophy of President 
Becker, “Specialization Spells Success,” and positive re- 
sults are assured. 

Financial stability, however, has been only one of many 
results of our happy association. As I consider the close 
personal contacts with our Home Office, and think of the 
many other blessings that have been mine through these 
years, I am most grateful for the opportunity offered me 
by the “Friendly Franklin.” Ours is truly an “Agent’s” 
Company! 

I cannot help but add, in closing, that my greatest re- 
ward in my association with Franklin, has been the warm, 
understanding friendships that I treasure throughout the 
entire Franklin organization. These are pearls beyond 
price, and I shall always be grateful. 


Sincerely, 
Rex M. Hodges 


An agent cannot long travel at a faster gait than the company he represents 









CHAS. E. BECKER, PRESIDENT 


Li a ) INSURANCE 
sa 4 COMPANY 
SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 





The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 
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